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things that a giving Rush is 
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year round. He buys Rush will begin. It is 
most of them, how- ‘“ not too early to pre- 
ever, at this season , Special Features pare the windows 
of the year when he and plan your cam- 
has both time and Selling Winter Hardware to Farmers 7 paigns for selling 
money. What you can during next month. 
sell him is summed Different Displays for Different People Windows mean much 
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ter Hardware to What the Women Want for Thanksgiving 78. 
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“Big 4’’ Model for Dealers 


This Demonstrator on Your Counter 
Will Attract New Business 


Send for This Working Model 


The season for barn door hangers is at hand. Here are two important 
factors which the hardware dealer must consider if he is to realize the 
greatest volume of sales. 


The first of course is to carry a sufficiently large stock and a line 
which offers a complete assortment to select from. 


But the second reason is even more important—you must give your 
merchandise a chance to talk for itself. 


Hundreds of people enter your store daily. A large percentage of them 
are prospects for door hangers. 


This working model, placed in a conspicuous position on your counter, 
will command the attention of all. It will make many extra sales for 
you, as nothing induces buying quite as quickly as a practical demon- 
stration. 


It shows how snugly “Big 4” carries the door to the rail—how easily it 
is operated—how sturdily it is made—and, last but not least, the flexible 
feature which prevents damage to the garage door should anything 
bump against it. 


A demonstration invariably means a sale—include this demonstration in 
your order. 


National Mfg. Company 


STERLING, ILL. 
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There Are Many Things That Are Needed on the 
Farm for the Winter and Your Store Contains Them 
All—Good Campaigns for the Rural Districts Outlined 


rYNHE cream of the winter trade 

will be gathered by dealers 

who lay their plans in ad- 
vance, and make good use of care- 
fully outlined sales schedules. 
Hardware dealers are planning 
their winter sales campaigns with 
the view of meeting the require- 
ments of their customers, and to 
introduce new goods when the op- 
portunity offers. 

As the season for working in 
timber approaches, the demand for 
axes and saws increases propor- 
tionately. A good many dealers 
take pride in distributing high 
grade axes. They carry axes 
which are guaranteed to give satis- 
factory service, and keep them on 
display. Axes are displayed in 
racks, stood upright in the show 
window, or sunk into a block of 
wood, giving the buyer an oppor- 
tunity to test the keen blade of the 
tool. A line of axes may include 
round poll, square poll and double 
bit styles. Round poll and square 


poll axes weighing three and one- 
half pounds are in good demand. 
There is also a call for axes of this 
style weighing from four to four 
and one-half pounds. Double bit 
axes weighing from four to five 
pounds are in demand by choppers 
who prefer this style of axe. It is 
a good plan to carry a special axe 
for boys. An axe which weighs 
three and one-quarter pounds, 
equipped with a twenty-seven inch 
handle is popular’ with boys. 
Broadaxes weighing from six to 
eight pounds are popylar with tie 
makers. 

The dealer who sells axes will 
equip his customers with high 
grade handles. The hand-shaved, 
oval hickory handle, and the hand- 
shaved, octagon hickory handle are 
in demand by choppers who de- 
mand the best. Turned hickory 
handles meet the demand for a 
cheaper grade. Axe handles are 
effectively displayed in a_ rack. 
The dealer who sells axes will find 
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a ready demand for steel mauls and 
wedges. The “Oregon” pattern 
maul is favored by men who split 
blocks of wood, or make posts. 

Cross-cut saws which are made 
of high grade saw steel, properly 
tempered and carefully ground, 
filed and set ready for use are 
popular sellers. Dealers find it ad- 
visable to carry cross-cut saws in 
five, six and seven-foot lengths. 
One-man cross-cut saws, ranging in 
length from three to five feet are 
popular with farmers. 


Butchering Tools 


Increasing numbers of hog rais 
ers are butchering their own hogs. 
They require modern equipment to 
handle the work properly. This is 
why there is an increasing demand 
for butcher knife sets, meat chop- 
pers, sausage stuffers, etc. The 
man who does his own butchering 
can use a sticking knife, a skinning 
knife and a butcher knife to good 
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advantage. He also requires a 
butcher’s saw. 

Dealers find that a line of mod- 
ern meat and food choppers sells 
readily. A chopper equipped with 
a set of four knives is a popular 
seller; it may be used for chopping 
sausage and mince meat, hamburg 
steak, croquettes, hash, hog’s head 
cheese, etc., etc. When convincing 
a prospective customer regarding 
the value of a food chopper, the 
main essential is to show him that 
it really cuts meat or food instead 
of mangling or tearing it to pieces. 
A chopper which cuts with a true, 
slicing cut, preserves the juices and 
flavor of the meat or other food. 

Sausage cutters and lard presses 
are easily sold, providing the pros- 
pective buyer is informed that the 
profits on a single hog will pay for 
the machine. Owing to the high 
price of pork products, it is neces- 
sary to handle both sausage and 
lard to best advantage. Without 
a good lard press it is impossible 
to get all the grease out of the 
cracklings. The modern sausage 
stuffer can instantly be converted 
into a lard press. The sausage 
stuffer and lard press is needed on 
every farm. 


The Farmers’ Heating Problem 


When Boreas sweeps down from 
the Arctic regions the demand for 
tank heaters, rendering furnaces 
and stock food cookers speeds up. 
Various styles and sizes of tank 
heaters are in demand. Owners of 
live stock realize the futility of at- 
tempting to winter the animals 
economically when icy drinking 
water is furnished. Farmers real- 
ize the need of tank heaters. With 
a little advertising and display, a 
good trade can be established in 
this line. 

A rendering furnace can be used 
to advantage on the average farm. 
It is handy for rendering lard, 
cooking feed, boiling sap, heating 
water for scalding hogs, etc. A 
rendering furnace heats rapidly 
and consumes a minimum quantity 
of fuel. 

Many live stock owners prefer to 
cook the feeding rations for hogs 
and other live stock during cold 
weather. A modern stock food 
cooker permits them to do this eco- 
nomically. 

The Farm Tool Season 

Winter is an excellent season for 
equipping farmers with portable 
forges, and blacksmith’s tool out- 
fits. There is a real need for an 
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efficient set of tools on the farm. 
Many farmers utilize leisure time 
in winter at repairing machines 
and implements. They can handle 
such work to advantage when the 
right kind of equipment is pro- 
vided. The first essential is a good 
forge. A desirable forge for farm 
use has 22-in. hearth, 9-in. blower 
and is 30 in. high. Adjustable 
lever, friction clutch and ball bear- 
ing fan shaft are good sales points. 
There is a demand for both open 
hood forges and forges with shields 
for farm use. 

A good combination which the 
dealer may recommend for farm 
use consists of forge, anvil, drill, 
drill bits, vise, stocks and dies, 
hand hammer, farriers’ hammer, 
chisels, hardie, one pair of pin- 
cers, one pair of straight lip tongs, 
farriers’ knife and a large monkey 
wrench. The outfit suggested per- 
mits a farmer to handle various 
kinds of repair work to advantage, 
and also facilitates the construc- 
tion of hay racks, wagon boxes, etc. 

“IT explain to farmers that they 
can easily plan and equip a work- 
shop,” said a dealer. “Where an 
empty building is not available, a 
corner of a granary or shed may be 
utilized for the purpose. A little 
time spent in encouraging farmers 
to equip workshops on their farms, 
strengthens the demand for tools.” 

Pump tool outfits are in brisk de- 
mand. The owner of pump tools is 
not obliged to call in a repairman 
every time his pump gets out of 
order. The possession of a set of 
pump tools on a farm is especially 
advantageous during the winter 
months. , 

The hardware dealer who sells 
pumps will find a good demand for 
the anti-freezing type this winter. 
Cold weather causes more or less 
trouble when ordinary pumps are 
used; but a modern anti-freezing 
pump, properly installed, does not 
freeze up readily. 

“T have built up a good trade in 
pumps by letting customers know 
that I am ready to provide pumps 
for every purpose,” states a dealer. 
“IT make use of newspaper adver- 
tising for sending out the informa- 
tion that I carry pumps in different 
styles and sizes for meeting differ- 
ent kinds of water conditions.” 

Selling Game Traps 

The ordinary citizen and his chil- 
dren compete strongly with “Hair 
Trigger Ike” and “Dead Shot Dick” 
in trapping fur bearing animals. 
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Unprecedented prices for furs have 
given tremendous impetus to the 
demand for game traps. Many 
hardware dealers are interested in 
selling game traps. There is an in- 
creasing demand for new styles of 
traps, as well as for older styles. 
Steel tree traps are efficient for 
killing mink, marten, raccoon and 
opossum. The trap is never snowed 
under, is easy to locate and kills 
instantly. It can be sold with 
every assurance of the customer’s 
satisfaction. 

The Stop Thief trap is another 
good seller. It is made in sizes for 
all varieties of animals ranging 
from rats to raccoon. The Oneida 
Kill-um trap is very effective for 
mink, muskrat, beaver, skunk and 
otter, and for this reason is popular 
with trappers. 

Victor traps, Newhouse traps and 
Oneida traps are all popular sell- 
ers. Your trap business can be in- 
creased if you put an assortment of 
different sizes of traps together, 
and advertise them as trapping out- 
fits. An assortment of six traps 
may consist of one No. 0, four No. 
1, and one No. 14%. The traps sug- 
gested are suitable for catching 
skunk, muskrat, mink and opossum, 
and the assortment appeals 
strongly to boys. 

Fur houses are bidding for the 
trapper’s trade. You may as well 
have your share of this business. 
Dealers who reside in_ sections 
where fur bearing animals are 
found, find it profitable to push the 
sale of traps. 


Cream Separators 


“I regard the winter season as a 
favorable time for selling cream 
separators,” explained a_ dealer. 
“Butterfat is in strong demand at 
high prices during the winter 
months, and it is not difficult to 
show farmers how they can in- 
crease their profits through the use 
of high grade separators. It is my 
belief that there are two things 
which insure success in selling 
cream separators; first, the good 
standing of the salesman with the 
dairymen in his territory; second, 
the reputation of the separator he 
handles. 

“At this time farmers are de- 
manding close skimming _ sep- 
arators. They do not object to pay- 
ing the price asked for a separator, 
providing the machine does not 
waste butterfat. <A little consid- 
eration of the matter shows that a 
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separator which wastes a _ small 
quantity of cream each day will 
gradually cause enough loss in 
butterfat to have paid for a good 
separator. This is why I advise 
farmers to rid their premises of in- 
ferior machines, and invest in close 
skimming separators. 

“Winter is a favorable season for 
advertising a line of cream sep- 
arators; for farmers do much read- 
ing during the long evenings, and 
have time to investigate proposi- 
tions which interest them. When 
I locate a farmer who depends on 
the gravity method for separating 
cream, I take steps to convince him 
of the wastefulness of this process, 
advising him to invest in a good 
separator, and let it pay for itself 
by saving all the butterfat. The 





Stoves, ranges and heaters are -your staple leaders this season 


interest in dairying is increasing. 
I am planning for an increased 
trade in dairy equipment.” 

Wire Fencing 


Fencing and fencing tools are in 
strong demand at this season. 
Woven wire fencing is unsurpassed 
for corral building, etc. It meets 
every requirement of an all around 
farm and stock fencing. The man 
who buys wire fence requires a 
strong, easily operated stretcher. 
Dealers find that the sale of wire 
fence and fencing tools offers them 


a favorable opportunity for in- 
creasing their trade. 
Green feed is necessary for 


poultry in winter to stimulate egg 
production, and keep the hens 
healthy. This is why there is a 


A window trim that illustrates the many needs for the house 


ready demand for 
A popular size is equipped with 
seven pans and drip pan. The four 
pan size is suitable for small flocks. 

Poultry root cutters are popular; 
they cut all kinds of roots and vege- 
tables into thin, ribbon-like shav- 
ings. Green bone cutters are also 
popular with poultrymen, and for 
this reason are found displayed in 
hardware stores. 

Winter is the ideal for 
getting a hardware business on a 
solid foundation, and for adding 
new names to the customer list. 
The effectiveness of advertising, 
display and demonstration is easily 
proven in winter. Planning selling 
campaigns and putting them into 
effect warms the salesman so he 
dcesn’t notice the cold. 


oats sprouters. 


season 








Different Displays for Different People 


Two Excellent Illustrations of What Can Be Done With 
Different Lines for Display Purposes—Proper Grouping 
and Arrangement That Avoids the Crowded Appearance 


soul and windows are usual- 

ly the soul of business in any 
progressive hardware store. Poor, 
dirty windows indicate a careless 
indifferent management, not a busy 
store. No store is too busy to at- 
tend to one of its most vital at- 
tributes. The successful man does 
not go about his business with a 
dirty face and with cobwebs on his 
clothing. Neither should a success- 
ful store put forth its worst ap- 
pearance. And, furthermore, suc- 
cessful stores always have good 
windows. This is the one rule that 
has no exception. 

As an example the Vonnegut 
Hardware Co., Indianapolis, Ind., is 
counted as one of the most progres- 
sive stores in the Middle West and 
the two pictures accompanying this 
article tell the reason why. Nothing 
difficult in either display, but both 
of them are excellent models for 
any store in any town no matter 
what the size or the class of cus- 
tomers. 

Hardware dealers are often prone 
to neglect mechanics and carpen- 
ters’ tools when they are dressing 
the windows. It is an easy matter 
to forget this exceedingly impor- 
tant part of the hardware store and 
it is easier still to be convinced 
that this class of merchandise is 
hard to put together in an artistic 
manner. However, any reasonable 
person will agree by looking at this 
tool window that it is not a hard 
matter at all but an exceptionally 
simple affair. 

Using the folding rules for border 
designs, screw drivers, punches, 
micrometers, sharpening stones, 
gimlets and other lines in various 
sizes are the rest of the trim. An 
excellent window has been obtained. 
The three platforms and the steps 
upon which they are situated is an 
added touch, making the display 
more attractive. It will be noticed 
that this same base is used in both 
displays. 


Wap are the windows of the 


Appealing to Mechanics Alone 


Here is a strong appeal to every 
mechanic in Indianapolis. The win- 
dow contains so many different lines 
of tools that are commonly used and 


they are grouped in such a fashion 
that every artisan can readily pick 
out and study those that are best 
suited to his needs. The diamonds 
in the front of the window contain 
micrometers, gauges and rules, the 
walls have the folding rules, while 
the center of the panels have ma- 
sons’, plasterers’ and cement work- 
ers’ tools, various squares, hack 
saws and scaling rules. The planes 
form one section, the hammers are 
used for floor borders for two of 
the platforms, while hatchets are 
used for the third. Triangles and 
scrolls are on the ‘walls to the right 
and saws are placed against the 
step. 

And the appeal in the other pic- 
ture is just as strong for another 
entirely different class of trade. 
Here is a first-class cutlery window 
with cutlery accessories and con- 
tains everything from the most com- 
mon pocket knife to the combination 
knife and fork for the one-armed 
man. This last-named article is to 
be found just in front of the middle 
platform. 

The same idea in design is carried 
out for the cutlery window as was 
used for the tool window. Every 
class of goods is arranged so as to 
be easily grouped and concentrated 
upon by the observer. Scissors and 
shears have been placed upon the 
platforms, carving sets between the 
V’s, scraping, skinning, leather and 
pruning knives are on the walls. 
Table silver to the front on the 
step, kitchen sets on either side, 
while in front the combinations of 
safety and straight razors with the 
diamonds containing the better 
class of pocket knives. Stones and 
hones are also found in the display. 

While leather may never be 
classed as cutlery, it will always be 
known as a cutlery accessory, as is 
proven by the strops and sharpen- 
ers that are found on the side walls 
to the left in this picture. It is an 
added touch which makes a strong 
appeal to the observer. 


The Windows Are Not Crowded 


There are 222 knives in the three 
wall panels, 136 pairs of shears and 
scissors, 6 carving sets containing 
fourteen pieces of cutlery, 17 clips, 
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83 pieces of kitchen and table cut- 
lery, exclusive of the carving sets, 
56 pocket knives, 6 hair clippers, 10 
safety razor sets, 10 straight razors 
and sets and 37 razor strops. This 
makes a total of.554 pieces of cut- 
lery, and in addition to this are 
several sets on the platform, and 
yet the window does not look 
crowded because the arrangement 
and grouping has been such as to 
avoid this. There is still plenty of 
white space in the window, which 
sets off the display to the best ad- 
vantage. 

The tool window contains as much 
and does not look crowded. Both 
windows reflect the greatest of 
credit upon Orval D. Harrison, who 
designed both of them. He has evi- 
dently learned that much can be 
shown if the arrangement is logi- 
cal and consistent. 


That Christmas Window 


Perhaps at no other time of the 
year are window displays of more 
importance than in the holiday sea- 
son which is about to commence. The 
merchant should think long and 
studiously about the windows that he 
will put in for this time of the year, 
because the greatest number of peo- 
ple are watching windows and if 
yours is particularly good it will be 
remembered and your store will be 
remembered during the entire year. 
The rule works both ways here. The 
poor or dirty window will be remem- 
bered just as long and the habit of 
association will mark your store as 
unprogressive and dirty if the win- 
dow display is not the best. 

The good hardware stores are 
especially careful to keep the win- 
dows free from frost during the win- 
ter. It is sometimes a hard problem 
but is well worth the effort, as a 
frosty window is a dirty one when 
the melting process sets in. 

Merchants who use crepe paper 
either in strips or as wall covering 
during the winter should see to it 
that it is changed frequently enough. 
Often the paper will become wet and 
the colors run or the crinkles get out 
of it or it shows streaks of dirt, any 
of which are very bad and will kill 
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The tool window that contains much merchandise but 
time, electrical goods such as perco- 
laters, casseroles, grills always make 
good presents. The fancy silverware 
makes wonderful displays and the 
kitchenware always brings the prac- 
tical people to the store. If the 
housewife has had trouble with her 
cooking utensils at Thanksgiving she 
is bound to get new goods for 
Christmas. 


a window display as quick as any- 
thing else. 
Your Selection for Christmas Displays 
It is a difficult matter for anyone 
who does not know the exact stock 
to tell what should go into the win- 
dows for Christmas or the holidays. 
However every good hardware store 
has a great deal to select from. Toys 
of course should get space at this 


crowds nothing 


So it is plainly up to the hardware 
man to go after the business of all 
kinds of people. Different displays 
is the best way of getting different 
classes to look at the window. If you 
had only cutlery in the window you 
would be missing the tool buying 
crowd. It is a case of going after 
one class of trade at a time and tun- 
ing the displays to fit the seasons. 
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Cutlery in all its branches is shown here and, like the other display, 


nothing is crowded or jumbled 





What the Women Want for Thanksgiving 


How the Hardware Man Can Get to the Heart of the 
Housekeeper at This Season of the Year—The Rest 
of the Family Also Have Their Own Preferences 


T is an excellent thing to keep 

up the memories of the starv- 

ing colonists and the first 
Thanksgiving Day. We should lose 
something fundamentally sound if 
school children did not tell us that 
the “frost is on the pumpkin.” Sen- 
timent has all too little place in 
modern life and living, but the only 
way to preserve what it has, and to 
give it more, is to appreciate the 
indispensable foundation of plain 
every day necessity upon which 
every gracious and beautiful thing 
in the world rests, and to give it 
its proper proportion in our 
thoughts. 


“When the Frost Is On the Punkin” 


The normal boy and girl and man 
and woman can appreciate the sen- 
timent and beauty of it all the bet- 
ter if it is ultimately to be made 
into pies, and the hardware dealer’s 
part of providing the wherewithal 
to make the great November fes- 
tival actual and practical in the 
home is a wholesome and important 
one. 

Many years have gone by since 
the first festive meal was provided 


from the wilderness and cooked in 
cherished utensils brought from 
the Old World, but the spirit that 
penetrated even Puritan austerity 
has developed and broadened with 
time, and to-day it embraces the 
whole household. The _ dealer’s 
Thanksgiving window can show a 
variety in its display that will at- 
tract every member of the family. 
It is, of course, a good thing to 
show the lines of indispensable 
utensils and small wares which the 
housewife must have for preparing 
and serving the Thanksgiving din- 
ner, but just because she must 
have them they should only appear 
in the show window in sufficient 
prominence to convince the house- 
wife that they are to be found in- 
side—when she asks for them. 


What She Wants to See 


It is the things that she will not 
ask for that should be displayed. 
The things which will add just that 
little bit more of convenience or 
beauty that have been in the back 
of her mind for ever so long and 
that will not only sell, but will 
make customers. The woman of to- 














Plenty of Thanksgiving goods in this window. 


It also has a Christmas 


suggestion 
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day who comes in to buy a wash 
board and boiler has her neighbor’s 
machine in the back of her mind. 
She hasn’t forgotten Mrs. Smith’s 
wonderful covered roaster—nor a 
dozen other conveniences in her 
wonderfully convenient kitchen. 
Show them to her. 

It is the dealer’s own fault if he 
stops at the housewife in the lure 
of his display—for he has things, 
and plenty of them, too, which ap- 
peal to every member of the family 
from grandma to the baby. There 
is more opportunity of display in 
the Thanksgiving window than in 
almost any other, except Christmas, 
of course, for this very reason, and 
if cleverly managed it should also 
be one of the best possible founda- 
tions for holiday trade. 

The housewife will always be an 
important purchasing factor; she 
will always be the most important 
one in all articles of utility or or- 
nament for the home, and no matter 
what else the Thanksgiving window 
contains it should have a good dis- 
play of such lines. Do not hesitate 
on the ground of forestalling the 
Christmas trade, for one satisfac- 
tory fancy article sold, seen and 
discussed is worth a whole lot on 
the shelves. 

Any and everything for the table 
is particularly good. Take the 
little miniature electric light and 
fountain. Nothing could be pret- 
tier for the center of the table. 
Glass or French casserole cooking 
dishes, too, are excellent. Nut 
crackers and picks are very timely. 
Ice cream freezers and fancy 
moulds should be shown, and the 
popular glass coffee machines. It 
is good, too, to have a small dis- 
play of glass spoons and knives; a 
wooden salad fork and _ spoons; 
some pretty serving trays. The 
housewife will be attracted by each 
and all of these items. 


The Old Corn Popper 


Everyone who has the memory of 
long evenings before an open fire 
will smile—and buy—a good corn 
popper, and if the dealer is up-to- 
date, he will have an electric 
chafing dish beside it with a box of 
marshmallows and the ingredients 
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for fudge. The use of the portable 
fire lighter and the “drift wood” 
blaze is in line with these popular 
favorites, also portable hobs to at- 
tach to the bars of the grate, and 
the hanging cranes which fashion 
has revived for the open fire. 

Moth and rust, spots and tarnish 
are always on hand to take the joy 
out of life and though not orna- 
mental, there is no more productive 
display than various definite clean- 
ing devices. If they are set forth 
in the right way, too, they are di- 
rectly in line with many staple and 
fancy lines. A good idea, for ex- 
ample, is to have a brass percolator, 
half of which is tarnished and the 
other half cleaned with the stuff in 
box or bottle by its side. Glass of- 
fers excellent opportunity for con- 
trasting brilliance of clean and 
dusty surface. A doll’s house with 
the walls papered; a chair covered 
with cretonne, and a shade at the 
window may have half of each of 
these cleaned with the cleaner 
which is used on all of them alike. 

Cleaners are among the best and 
most steadily profitable lines to 
handle, and they are particularly 
applicable just now, as Thanksgiv- 
ing is pre-eminently a social time 
and the housewife is strong on 
cleaning and furnishing generally. 

You’ve got to go back to Adam 
to find a man who doesn’t stop and 
go back to boyhood when he sees a 
window with baseballs and bats 
and tops and jack knives and skates 
and all the things he longed for 
for himself. Boys’ playthings are 
very different from girls.’ You 
can’t fool a boy. He wants a gun 
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Household goods are best sold at this time of year 


when he gets to a certain age just 
as surely as he wants long pants, 
and he knows just what gun he 
wants. Just now, too, he wants 
traps, for the boy is always up-to- 
date, and he can always spend more 
than he has, too. Boys are making 
good money with traps everywhere 
and he can persuade his father to 
buy him a few if they are in the 
window. 


The Fire Extinguisher Market 


A convincing display in a small 


hardware store recently brought 
excellent results. A number of 
bright red streamers floated and 























No better display than this just before Thanksgiving 








danced from the frame of a little 
electric fan. They were there 
simply to attract attention and 
they did it. Underneath them lay a 
portable fire extinguisher with a 
card bearing the legend “Is your 
house worth saving?” 

A novelty in display to catch the 
eye of mere man is a careless pile 
of razors of all kinds and sizes 
placarded “Razors, safety and 
otherwise. 

In very up-to-date business con- 
cerns there is a department which 
does nothing but keep tabs on the 
other departments. It is called by 
various titles, usually “efficiency 
department,” and boiled down, its 
discoveries amount to just this, 
that success lies in co-operation, in 
the old.familiar slogan of “Team 
work counts.” No one item in any- 
thing can bring success. No win- 
dow, no matter how artistic, at- 
tractive, well lighted, or timely, can 
be anything more than a window 
unless its suggestions are made 
good inside the store. 

Put yourself, your business ideas, 
vour ambitions for the future, and 
the results of your mistakes in the 
past, into the show window. Make 
it your window. Make it tell the 
public of your goods and your 
policy. You’ve got to talk to the 
public in response to what it has 
in mind, and there is no better state 
of mind than that produced by the 
good old-fashioned festival of 
Thanksgiving. 

* And when you have finished with 
Thanksgiving begin to think about 
Christmas, which is almost here 


” 


Christmas Windows at Thanksgiving Time 


Making the Holiday Suggestions Early Enough to Get 
the Best Results—Conover’s Cutlery Display Wins 


HANKSGIVING window trims 

have a double purpose. In the 

first place they should, as a 
matter of course, attract attention 
and stimulate buying interest for ar- 
ticles suitable to the Thanksgiving 
season. That is their direct purpose 
and intention. But they have an- 
other purpose which is in no wise 
less important or lacking effective 
qualities because it is indirect. This 
indirect purpose is to leave a clear- 
cut impression on the minds of cus- 
tomers and prospective customers 
which they will remember when they 
are doing their Christmas buying. 


reducible minimum.” It is one of 
the ironies of fate that the names 
listed under this heading, by virtue 
of necessity, are quite often the ones 
that receive the most practical and 
beneficial presents, while the ones to 
whom we give because we feel a keen 
sense of pleasure in the giving are 
usually the ones that receive the most 
utterly useless and nonsensical sort 
of gifts. 


Selling by Optical Suggestion 


Many a dealer has made profitable 
sales for himself simply because he 
has either had foresight or good for- 
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The carving sets on the wall and small knives on floor of window 


During the latter part of Novem- 
ber and the first part of December 
it is probably safe to say that the 
majority of people begin to plan and 
worry about what they are going to 
give their friends and relatives for 
Christmas. There is on nearly every- 
body’s Christmas list a number of 
names consisting usually of near rel- 
atives that cannot possibly’ be 
scratched off, with any degree of 
safety or satisfaction, and which is 
often expressively known as “the ir- 


tune enough to suggest the right 
thing at the right time to a prospec- 
tive customer who has been unable 
to make up his own mind. 

As a practical illustration of this, 
and of a Thanksgiving window trim 
that had a double purpose, there is 
published in connection with this ar- 
ticle a photograph of a window dis- 
play arranged by Charles S. Conover 
for the Strong Hardware Co., New 
Brunswick, N. J., sometime ago. 
This display was distinguished for 
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its refined simplicity and good taste. 
It was impressive in the effect that it 
produced not only because of the 
striking display of carvers that occu 
pied the center of the window but 
also because of the appropriate and 
harmonious use of color that was ac- 
tually one of the distinguishing fea- 
tures about the display, although it 
is not possible to show this effect in 
the reproduction of the photograph. 
This carver display was the result of 
carefully perfected details. 
Regarding the Details 


The background of the board on 
which the carvers were shown was 
made of a good quality of pleated 
cheesecloth. The borders of the panel 
were made by bunching the cheese- 
cloth so as to produce the puffed ef- 
fect. The background proper was 
twisted crépe paper, yellow alternat- 
ing with brown in vertical rows. The 
crysanthemums decorating the bor- 
der of the central panel were made 
by the girls of the office force of the 
Strong Hardware Co. from white and 
yellow crépe paper. On the floor of 
the window white cheesecloth was 
laid so as to produce a bright and 
pleasing base for the display of sil- 
verware in the foreground of the 
window. 

The alternating rows of twisted 
crépe paper in yellow and brown gave 
the desired color tone to the window 
to make it pleasing to the eye and ap- 
propriate to the season of the year. 
The two pedestals in the right and 
left background of the window added 
dignity and strength to the floor ar- 
rangement. The two upright spoons 
on each pedestal broke the bare effect 
of the wood and added a touch of 
grace as well as quality and charac- 
ter. The display of silverware and 
table cutlery on the floor of the win- 
dow was set off to a marked degree 
by the fact that the floor of the win- 
dow had a white covering, as well as 
by the fact that the knives, forks and 
spoons were arranged in an orderly 
and uniform manner. 

It seems worthy of more than pass- 
ing mention that all of the table 
knives displayed on the floor of the 
window had their blades pointing 
outward, if you will notice, so that 
the reflection of the rays of light 
was outward toward prospective cus- 
tomers. The same was true of the 
blades of the carvers in the central 
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panel. All of the blades were 
pointed upward so that the reflection 
of light was effectively distributed. 


Got Results 


This window display stimulated 
business for the Strong Hardware 
Co. during the Thanksgiving period. 
It started the sale of carving sets and 
table cutlery generally which lasted 
until well after the Christmas holi- 
days. Conover will bear testimony 
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to the fact that after the display had 
been taken out, and replaced by an- 
other, customers came to the store 
and requested a carving set similar 
to the one shown in the top left- 
hand corner of the display in the 
Thanksgiving window. 

Several people in New Brunswick, 
Conover says, told him that they had 
been undecided what to get for 
Christmas presents until the Thanks- 
giving display had attracted their at- 
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tention and given them suggestions 
for their Christmas purchases. 

It may be said by way of conclu- 
sion that the selling power of sugges- 
tion contained in a good window dis- 
play, especially around the holiday 
season, has a much greater influence 
than most of us have ever suspected. 
It is certainly a matter worthy of 
serious consideration by all window 
trimmers when arranging this year’s 
Thanksgiving display. 


New York Hardware Boosters Meet and Elect 


Live Wire Organization of Metropolitan Districts Holds 
Big Meeting—Sears to Attend N. Y. State Convention 


of the Hardware Boosters, 

at the Hardware Club, New 
York, October 30, new officers were 
elected for the ensuing year. S.N. 
Sears was appointed to represent 
the Boosters at the New York State 
Retail Hardware Association con- 
vention to be held at Rochester 
next February, and a resolution 
was passed ordering the secretary 
to send out copies of the resolution 
passed last spring advocating to 
retail associations the benefits to 
be derived by having traveling 
salesmen speak at the retail con- 
ventions. 

S. N. Sears spoke on general busi- 
ness conditions and urged traveling 
men to push their sales and to 
preach optimism. He said that all 
talk of depression was a state of 
mind, and pointed out reasons and 
quoted statistics on industrial con- 
ditions to prove his point. He re- 
ferred to an article by Llew S. 
Soule, editor of HARDWARE AGE, en- 
titled “Conservative Optimism the 
Keynote of the Atlantic City Con- 
vention” and emphasized the fact 
that business conditions in the 
hardware field were basically 
sound. He pointed out that the de- 
mand for hardware was. greater 
than ever, but that the day of the 


T the regular October meeting 





C. K. Golden, 
Chief Booster 





W. J. Graham, 
Junior Chief 


order taker was over and that busi- 
ness to-day requires genuine sales- 
manship in all of its branches. 
Mr. Sears also spoke about the 
benefits to be derived by both the 
dealers and the traveling men if 
dealers would invite trvaeling sales- 
men to speak at the retail conven- 
tions. 
The 
suing 
Chief 


officers elected for the en- 
year were:—C. K. Golden, 
Booster; W. J. Graham, 
junior chief; George W. Eadie, 
treasurer; C. E. Clint, secretary. 
George W. Eadie was re-elected. 
The new committees appointed 
by Chief Golden were as follows :— 
Entertainment Committee, C. C. 
Dietrich, chairman; L. H. Johnson, 
Chas. Pincus, H. L. Conner, Harry 
Ott, A. Westphal. Membership 
Committee, Clarence Roberts, 
chairman; H. J. Drentlaw, J. F. 
Hamel. Finance Committee, W. L. 
Vetter, chairman; M. Dworetz, R. 





B. Blanck. Publicity Committee, 
S. N. Sears, chairman; Charles 
Downes. 


A motion was passed that the 
Executive Committee shall consist 
of former chiefs exclusively. The 
Executive Committee is as fol- 
lows:—S. N. Sears, C. C. Dietrich, 
A. J. Ewald. 

The next meeting of the Boosters 








C. E. Clint, 


Secretary 


will be held the last Saturday in 
November at the Hardware Club, 
253 Broadway, New York. 

At the next meeting plans will be 
discussed for the theatrical enter- 
tainment to be staged by the Boost- 
ers this coming winter. The Boost- 
ers’ entertainment last year was got 
together hurriedly and members of 
the entertainment committee feel 
that they did not have time to do 
themselves justice. 

The last meeting of the Boosters 
had one of the largest attendances in 


the history of the organization. The 
new officers are well known in the 
metropolitan hardware trade. Chief 


Golden covers the New York territory 
for several well-known manufactur- 
ing houses and is a successful sales- 
man of many years’ experience. The 
Junior Chief, W. J. Graham, is like- 
wise known throughout this district 
and is noted particularly for his dry 
wit and humor. George Eadie, who 
has been re-elected to the office of 
treasurer in the Boosters’ organiza- 
tion since the time the office was cre- 
ated, numbers among his personal 
friends salesmen and executives of 
three generations and is familiarly 
known by his first name. C. E. Clint, 
the secretary, is an aggressive and 
well-known salesman and well-known 
in New York. 





George W. Eadie 
Treasurer 








Setting the Traps for Trappers’ Trade 


How to Get Dollars From Skunks Instead of Scents 
—The Price of Fur and the Price of Traps and What 
Your Customers Will Want from You This Winter 


EN and boy trappers each 
M year look forward to the 

month of November with an 
eager eye to fun and profits. The 
fur bearing animals had better hold 
council and make plans to “dig for 
the tall timber,” for trapping sea- 
son is here again. 

Nor is the hardware man averse 
to this season of the year, for, al- 
though the fun and excitement of 
trapping may be denied to him, the 
profits are still left in the game, 
for trapping means traps, and if 
traps are to be purchased, sales are 
bound to come his way. 

Traps are like pet dogs—they 
frequently become “lost, strayed or 
stolen”’—they can’t very well de- 
velop legs of their own. Some are 
really lost, but most of them have 
legs developed for them, whereby 
they are added to the string of some 
other trapper for the next season. 
As one young trapper recently re- 
marked, “Last year I started trap- 
ping with five dozen traps, but I 
must have been out of Inck, for I 
can find only twenty-seven of them 
now.” 

It also appears that the merchant 
to sell the most traps, is the one 
who makes the most of his adver- 
tising and displays. Of course, lots 
of traps will sell themselves, just 
because the hardware store is the 
natural place to buy them. 


eee 


Carries 
Money on 


His Back! 


Skunk fur ‘is readily salable, and 
of farmers male money by riddir.g their 
land of those little pests. 


is running around loose every night and someone collecting a share of it every night too. WHY 


NOT GET YOUR SHARE? 
on skunks, muskrats, mink, and the like. 


direct results of retail advertising, 
and so, many merchants, perhaps, 
think it is hardly worth the time to 
keep it up to the minute. However, 
it is often possible to actually trace 
sales directly to newspaper space 
employed to tell your customers 
what you have to sell at the logical 
time for them to buy it. For in- 
stance—just a little example of this 
—a few days ago a young chap 
came into the store, and asked to 
see one of our eleven dollar shot- 
guns. We had a fair number of 
these guns at the beginning of the 
hunting season and at a retail price 
of eleven dollars, we thought they 
were well worth telling our cus- 
tomers about them, through our ad- 
vertising columns. We ran some 
advertisements, calling particular 
attention to them. When this sale 
was concluded, the writer asked the 
customer if he had called previ- 
ously, to know the exact price of 
this make of gun. He said he lived 
in the other end of the county, but 
had read our advertisement and 
saw our picture of the gun in one 
of the local papers, and so decided 
to drive up and buy one. That’s 
direct results for you. 


Hunting and Trapping 


This little digression does not 
deal with the sale of game traps, to 
be sure, but it does concern a 


closely allied subject—hunting— 


A 
MINT 
OF 
MONEY 


lots 


Consult a FUR GUIDE or PRICE LIST and see the Fall quoiations 
One of our high school boy friends made a catch aver- 


aging about twelve dollars one night this week. We have already sold game traps from lots of 


one to 100 
JUMP TRAPS, TRIUMPH HIGH GRIP. 


They’re selling fast—better bily yours now. 
SPECIAL VALUE—(until Nov. 25 only) —THE 


VICTOR TRAPS, NO. 0, 1, 1%, 2; 


Kleanwell Carpet Sweeper—the up to the minutesweeper—metal body, bristle sweeper, rubber wh 
eels. Regular price $2.40—TEN DAY SPECIAL— $2.00. 





This ad shows facts and trappers are impressed 
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on which you have read at least two 
articles in previous issues of HARD- 
WARE AGE. A gun is a single ob- 
ject, whereas traps are usually 
dealt with in numbers, but the 
same applies to both—talk to your 
customers through your advertis- 
ing space and tell them what you 
want to sell them at the time when 
they should be interested in what 
you are advertising. 

While speaking of retail adver- 
tising, please pardon another little 
side-step from the main issue:— 
That matter of “logical time” to 
connect advertising with selling is 
important. If there’s a time for 
everything, there is also a time not 
to push the product. A year or so 
ago, a rather amusing example of 
this fact offered itself in the ad- 
vertising of a merchant in a neigh- 
boring town. He paid good money 
for this newspaper space in a local 
paper to tell his customers for five 
or six consecutive months that he 
sold a certain brand of insecticide 
—potatoes were long since dug, 
vines burned up and snow was on 
the ground and he was still paying 
good money for that advertisement. 
Perhaps he was a modern Rip Van 
Winkle, but anyhow, that space 
took a number of dollars out of his 
business long after it had done its 
duty, and should have been laid to 
rest until another season. 

That’s an extreme example, I’ll 
grant you, but it’s an actual in- 
stance of the manner in which one 
merchant handled his advertising. 
Perhaps he had a grudge against 
the electrotype, and was trying to 
wear it out. Of course—you get 
the idea—keep the advertising in 
step with to-day’s merchandise. 
It’s simple—no system to it—just 
keep it in mind, and allow time to 
prepare it carefully and in an in- 
teresting manner. You pay the 
printer for this space, but your cus- 
tomers will bring you back the 
principal with a good yield of com- 
pound interest on your time and 
money invested. This applies to 
game trap advertising as well as to 
any other item of the hardware 
stock, and it’s well to remember 
that game traps are fairly seasonal, 
too. 
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with Victor Traps 
Worth Several Dollars 






up to their reputation. 







Boy Trappers. 






ysl Night’s Catch 





rats, Mink or Skunk has fun and gains in self-reliance and courage. 


Many years ago the first Victor 
Trap was placed on the mar- 
ket. Today they are sold by 
the thousand, and during this 
period, these traps have be- 






‘come so famous that trappers frequently call at the store and ask for a dozen No 1’s or a dozen Jumps, 
when they mean one dozen No. 1 Victors or Oneida Jump Traps. 
The boy who starts off alone with a few traps on his back, and catches Musk- 


That is their fame, and they live 


Trappers’ Guide FREE to all 










Trap Displays 


If your advertisements can be of 
sufficient interest to catch the at- 
tention of your local readers, you 
have done a lot—but not every- 
thing. Display must also enter 
into the business of selling game 
traps. A bushel basket full of 
traps, just outside the front door of 
the store will help; perhaps a few 
on a ring hanging for the awning 
support will also catch the eye of 
some good prospect. These are lit- 
tle reminders that trapping season 
is here. Real live window displays 
connect .your store with your ad- 
vertising. 

One game trap company, which 
the writer has in mind, has an at- 
tractive display of bright colored 
window and store cards and post- 
ers. They also send out, on re- 
quest, a booklet showing a number 
of made-up advertisements set up 
in electro form, ready for insertion 
over the dealer’s name. This offers 
professional advertising skill, at 
the mere cost of the local insertion. 
Some of these electros feature the 
fur-bearing animals—the skunk, 
the muskrat, and their appeal is 
surely not to be passed by when it 
meets the eye of any trapper or 
youthful enthusiast. These electro 
advertisements are clever, and, in 
results—“they bring home_ the 
bacon,” and are wonderfully worth 
while, considering the investment 
in a postage stamp, to write the let- 
ter requesting them, as they are 
supplied free of charge to dealers 
who are sufficiently: interested to 
ask for them. 

By way of suggestion, it’s hon- 
estly worth while to give thought to 
these little details of advertising, 
for the retail store. It takes time, 










































The proof is always convincing 


but it puts you in the class of 
progressive advertisers, and_ it 
surely pays to advertise, especially 
with merchandise so seasonable as 
game traps. 

When we get a small accumula- 
tion of manufacturers’ electros, 


81 


which they are glad to supply, and 
which can be secured to illustrate 
almost every line of the hardware 
stock, we label each electro. It is 
then ready to be filed, and there- 
after, it is only a moment’s work 
to locate an illustration for a given 
advertisement, from a thousand or 
more of these cuts. This, of 
course, infers that they be filed 
with some thought as to classifica- 
tion and kind. 


Appealing to the Boys 


Perhaps the boy interest of the 
community is more wide awake at 


trapping season than any other 
time of the year, unless it be 
Christmas. Again, we have some- 


thing for the boys in the shape of 
a “Trappers’ Guide’—a neat little 
booklet gotten up for youthful 
readers. It explains how to “set” 
for different animals, where to look 
for them, and the like, and nothing 
in the whole store brings in more 
boys than the annual announce- 
ment of “Free Trappers’ Guides.” 
These books, too, are furnished by 
the manufacturer, imprinted with 
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the dealer’s name and address, in 
liberal quantities, according to his 
need. Perhaps the little chaps may 
save up enough pennies to buy only 
one trap—nevertheless it’s a sale, 
and don’t you think he will remem- 
ber that store when he grows up? 

Here’s something for the older 
fellows. How strong is the spring 
of a steel trap? We have a trap 
spring, with a sliding gauge regis- 
tering pounds from five to forty— 
a grip-tester, and it takes a pretty 
good pressure to put that spring 
together with one hand (forty 
pounds pressure). It can be done, 
and by leaving it on the counter in 
a prominent place, it causes a lot of 
fun every day. It leads to an open- 
ing on the subject of steel traps, 
their strength, or grip. It’s one of 
the little things which often lead 
to sales. 


The Business 


HARDWARE AGE 


It is not a bad idea to post in 
your store on a bulletin board, the 
current price list paid for furs, in 
different grades, by some reputable 
concern, or by your local fur buyer. 
This keeps the boys posted on 
prices and gives them an idea of 
what luck may come their way if 
they operate a little string of traps. 
As we mention in one of our ad- 
vertisements, one school boy was 
richer, one morning, by twelve dol- 
lars for his previous night’s catch 
—not bad, at all for a youngster, 
even though he couldn’t expect to 
do it every night. 

Hunter’s axes, flashlights and 
small bore rifles fit in nicely with 
trapping. displays, as accessories. 
Fur stretchers save lots of time re- 
quired in cutting stretching boards, 
since they adjust themselves to dif- 
ferent sized pelts. 


Quiz—No. 3 


Question No. 1—What is meant by “The Structure of a Sale?” 


Question No. 2—Why are tall salesmen at a disadvantage and 
sell less goods than shorter ones behind the counters of a store? 


Question No. 3—What percentage of goods, including raw ma- 
terial, are bought by women buyers? 

Question No. 4—What class of retailers receive the greatest 
proportion of the average American dollar? 


Question No. 5—If an article costs you $1, your running expense 
15 per cent and you wish to make a profit of 10 per cent, how 


would you compute? 


Question No. 6—If you reduce an article selling for $1.50 and 
which costs you $1, to 90 cents, what is your gross loss? 


Answer to Business Quiz No. 3 


Answer No. 1—The Structure of a Sale is classified in divisions 
as follows: (a) Pre-Approach, (b) Attracting Attention, (c) The 
Explanation, (d) Demonstration, (e) Answering Objections, (f) 
The Close, (g) The “Get Away,” (h) Self-Checking Your Sales- 


manship. 


Answer No, 2—The reason why a tall salesman is under disad- 
vantage and a shorter man the reverse is, the average counter is 
31 inches high. A tall salesman awakes a feeling of awe in the 
minds of women shoppers, a shorter one more confidence. 

Answer No. 3—It has been determined that over 67 per cent of 


every dollar’s worth of goods from raw material to finished prod- 
uct is either purchased by a woman or she controls the sale. 


Answer No. 4—Government Investigators have discovered that 
431/10 per cent of each dollar goes for Food, 132/10 per cent 
for Clothing, 56/10 per cent for Fuel, Light and Heat, 177/10 per 
cent for Shelter, 20 4/10 per cent for Sundries. 


Answer No. 5—The average merchant figures $1 plus 15 per 
cent selling expense, plus 10 per cent profit means marking goods 


$1.25. 


This is wrong for 25 per cent of $1.25 is 31 cents, which 


subtracted from $1.25 leaves 94 cents, whereas the true cost is $1. 
Answer No. 6—Once an article is marked to sell at $1.50 the 


identity of the cost which in this case is $1 is lost. 


Thus the 


gross loss is 60 cents or the difference between 90 cents and $1.50. 


nent 
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THANK YOU 


KANSAS City, Mo., 
OcT. 16, 1920. 
Editor HARDWARE AGE, 
Dear Sir: 

It is seldom that I have had the 
pleasure of reading an editorial that 
covered any situation so exactly as 
does “The Retail Salesman and His 
Future” in your Oct. 7 issue. 

It is by far the best statement of 
the case that I have ever seen, and 
I am sure that it will result in a 
mental awakening of many of those 
who read it and to whom it applies. 
While it does not directly apply to 
traveling salesmen, yet I know that 
the writer of the editorial must have 
an understanding of the opportuni- 
ties that daily present themselves to 
such men, and I hope to have the 
pleasure later of reading an edito- 
rial in the same vein that will apply 
specifically to the jobber’s salesman. 

Yours very truly, 
EpDw. O. FAETH, Pres. 
Stowe Supply Co. 


TRADE NOTES 


C. C. Secrist, for nine years con- 
nected with the advertising department 
of the Universal Portland Cement Co., 
has been appointed sales manager of 
the Victor Manufacturing & Gasket 
Co., Chicago. 


The need of larger quarters made it 
necessary for the Kansas City, Mo., 
branch of the Rubber Corp. of Amer- 
ica, New York, to move from Twenty- 
first Street and Grand Avenue to 
717-719 Wyandotte Street. 


Numerous changes and_ additions 
have been made in the sales personnel 
of the International India Rubber 
Corp., South Bend, Ind. R. J. Fitz- 
gerald has been appointed assistant 
sales manager, succeeding C. H. Mayer, 
resigned. Claude Hartwell will have 
charge of Indiana, southern Ohio, 
southern Illinois, and the states of 
Kentucky and Tennessee. H. D. Brown 
has been appointed sales representa- 
tive for parts of Kansas, Oklahoma, 
Missouri, and Arkansas. Northern Kan- 
sas, all of Nebraska and western Iowa 
and part of Missouri will be handled 
by E. A. Bradley. Ray L. Hause will 
be in charge of northern Illinois and 
the State of Wisconsin. F. J. Sellers 
will cover North and South Carolina, 
Georgia, Florida, Alabama, Mississippi 
and Louisiana. 


Burditt & Williams Move 
Burditt & Williams Co., Boston, hard- 


ware, has removed from its recent 
Summer Street location to larger quar- 
ters as 160 Federal Street. The firm 
occupies the entire building. 
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THE WHITE MENACE TO THE NATION 


HE newspapers recently published a piece 
of news that struck a note of consternation 
and alarm in many hearts. 

It seemed almost unbelievable. 

Christy Mathewson, “the old master,” a victim 
of tuberculosis! A man whose strength was 
likened to that of the oak, suddenly stricken and 
blighted by the Great White Plague. 

“If it strikes an athlete like Mathewson,” men 
asked, “what chance have the rest of us against 
Sa 

We are never more conscious of the advantages 
and benefits of modern civilization than when we 
are attacked by the greatest and most sinister of 
all our enemies—disease. Civilization often seems 
cramped and artificial; an institution having at 
best a precarious tenure among men, and one 
that is heavily bound by restrictions and perplex- 
ities and uncertainties that seem to baffle our un- 
derstanding and forever defy human solutions for 
betterment. 

This is because civilization was founded upon 
the moral obligation of the individual. Civiliza- 
tion can be maintained and developed only in pro- 
portion to the individual’s fulfillment of his moral 
obligations. The great fault with this method is, 
of course, that men and women all interpret their 
obligations differently. 

Nevertheless, there is a happy augury for the 
future of civilization in the fact that men are 
seldom slackers when the trumpet of humanity 
calls them to the war that the human race is con- 
tinually and valiantly waging against disease. 

“Feed the Guns” was a slogan of the Great 
War. Men and women in all conditions of life 
gave unstintingly both treasure and work to sup- 
ply the men in the trenches. 

The physicians and surgeons are always in the 
front line fighting disease, which seldom attacks 
in mass formation, but rather after the fashion of 
guerrilla warfare, striking from ambush when 
least expected and ravishing unprotected areas 
with a deadly scourge. The physicians and sur- 
geons must be adequately supplied if we are to 
live and if civilization is to continue. 

The Christmas season offers an exceptional op- 
portunity for all of us to take an active part in the 
great warfare of man against disease. 

The National Tuberculosis Association, and its 
1200 affiliated agencies scattered throughout the 
length and breadth of America, are in need of 


funds. Funds can be supplied by the sale of 
Christmas seals. Experience has demonstrated 
that the retail merchants of the country can ex- 
tend more valuable aid in this direction than any- 
body else, because they can supply means for the 
sale of seals within their own establishments. 

In recent years about this time, and up to the 
close of the holiday buying period, many store 
owners have provided booths in their stores for 
the sale of these seals. Others have sold the seals 
in various departments of their stores and as a 
result the fight against tuberculosis has been car- 
ried on from year to year successfully. 

The use of these little stamps by the public has 
been reflected in the decline of the death rate from 
tuberculosis. Ten years ago the average death 
rate from tuberculosis was 204 people out of 
every 100,000 in the United States. This rate has 
been reduced during the past ten years so that 
the death rate now is 146 out of every 100,000. 

There are two purposes for the sale of these 
Christmas seals. The primary reason is, of 
course, to raise money to carry on the fight. 
Everybody can appreciate the necessity and es- 
sential merits of this purpose. The second reason 
is almost equally as important. It is to give con- 
structive publicity to the National Tuberculosis 
Association and the work that it is doing for the 
benefit of every man, woman and child in the 
United States. 

Education in hygiene is one of the most formid- 
able and essential weapons that we have with 
which to combat tuberculosis. This is particu- 
larly true in this country where we have so many 
foreigners that are constantly being assimilated 
into our national life. Disease in any quarter 
menaces the nation. 

Dealers who have not sold Christmas seals 
should do so this year if never before. The need 
is greater than ever. Population is increasing 
and is more congested in cities than it was ten 
years ago. 

The White Plague strikes, sometimes, with the 
suddenness of lightning. You never know when 
you yourself may come in personal contact with 
it. Sell seals this Christmas. It is one of the 
moral obligations that every one of us should lib- 
erally and intelligently meet. It is protection for 
yourself, your family and your country. 

The headquarters of the National Tuberculosis 
Association is 381 Fourth Avenue, New York. 
Write for stamps to-day, and keep your own home 
safe. 
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Congress Likely to Repeal Pro-labor Laws 


Election Results Remove Fear of Labor Leaders’ Lash—Workers’ 
Wives Big Factor in Contest—Air Mail’s Ghastly Record 


WASHINGTON, Nov. 15, 1920. 
A MERICAN business men without 


regard to party affiliations will 

be gratified to learn that the 
leaders of both political parties in Con- 
gress are deriving genuine satisfaction 
from the rebuke administered by the 
voters on Nov. 2 to Samuel Gompers 
and his associates who sought to “de- 
liver” the labor vote to both presiden- 
tial and congressional candidates in 
consideration of special favors received 
in the past. Every American will also 
be interested to learn that the results 
of the recent elections, viewed from a 
strictly non-partisan standpoint, fore- 
shadow legislative reforms of an im- 
portance to the industries of the coun- 
try that it would be difficult to exag- 
gerate. 

Attention is already being given to the 
desirability of repealing the extraordi- 
nary and unwarranted pro-labor legis- 
lation placed on the statute books dur- 
ing the past half dozen years, and it is 
practically certain that never again will 
the country witness the amazing spec- 
tacle of a Federal Congress working 
nights and Sundays to rush through 
preposterous measures under the whip 
and spur of organized labor with Gom- 
pers and a handful of his colleagues 
sitting in the House and Senate gal- 
leries, stopwatch in hand. 


A Declaration of Independence 


The new Congress is likely to make 
a new Declaration of Independence. 
Hereafter organized workers will be 
regarded as citizens—if they happen 
to be such—entitled to exactly the same 
consideration that is accorded to those 
who are not organized. The sting has 
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been taken out of the labor leaders’ 
lash. 

From the standpoint of those who 
love their country and put its welfare 
above that of any class, Gompers 
builded better than he knew when he 
organized a campaign against every 
candidate for Federal office who had 
not been “fair” to organized labor. 
According to Gompers’ bright lexicon 
only those legislators were “fair” to 
organized labor who placed the special 
interests of about 5 per cent of the 
people of the United States above those 
of the other 95 per cent, and above all 
consideration of the national welfare. 

By a familiar hokus pokus Gompers 
has succeeded in the congressional elec- 
tions for the past eight years in con- 
vincing a considerable number of con- 
gressmen that his favor has been an 
asset and his opposition a liability. 
This was accomplished by making 
vague pre-election threats against those 
who opposed pro-labor legislation and 
then claiming credit for the defeat of 
all candidates who failed to be returned 
irrespective of the real issues of the 
contest. 

But there was a new factor in the re- 
cent elections upon which Gompers 
failed to figure and because of which 
his play proved to be a boner. Sam 
forgot about the wives of the organ- 
ized workers. 


Workers’ Wives Enemies of the Strike 


Throughout the past two years there 
has been a steady succession of strikes 
in almost every industry and not only 
has the public grown sick and tired of 
these demonstrations but they have alsq 
disgusted the conservative members of 
the unions who have been satisfied with 
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both wages and working conditions and 
desired to let well exough alone. No 
class, however, has become so _thor- 
oughly aroused against the strike as 
the workers’ wives upon whom has 
fallen the heartrending task of making 
ends meet with dwindling strike pay, 
or no pay at all, while their husbands 
fought out a half-hearted contest. 

What labor leader of the land will 
contend for an instant that he could 
pull a strike if it depended upon a se- 
cret ballot of the wives of the workers? 
Yet this is exactly what Sam Gompers 
tried to do on Nov. 2, 1920. 

By leading the movement to deliver 
the votes of organized labor for candi- 
dates who had voted “right” against 
the interests of the people as a whole, 
Gompers made a beautiful target of 
himself and the workers’ wives went 
to it with single-hearted fervor. 

If anybody doubts this let him ana- 
lyze the recent election returns for five 
minutes. If he is not convinced he will 
be a hard man to satisfy. 


Gompers’ Opposition Big Asset 


Wherever Gompers marked a man 
for defeat that candidate was elected 
by an unprecedented majority. The 
figures from the big industrial centers 
leave no chance for argument. Gom- 
pers’ disapproval served as a badge of 
honor throughout the contest. 

In every section of the country the 
same verdict was recorded. In the tex- 
tile mill towns of Massachusetts and 
New Jersey, in the big factory centers 
of Pennsylvania and Illinois and out 
among the scattered industrial commu- 
nities of Kansas, the same story was 
told. 
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Democratic leaders here now admit 
that Gompers’ campaign probably cost 
their presidential candidate many hun- 
dred thousand votes. The record of the 
Republican candidate for the _ vice- 
presidency in beating the strike of 
Boston’s organized police is believed to 
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have been his biggest asset in the great 
contest. 

Senator Cummins, chief author of 
the Cummins-Esch railroad bill, de- 
nounced by Gompers, was marked for 
slaughter early in the contest but was 
triumphantly re-elected. 


Governor Allen’s Significant Victory 


OVERNOR ALLEN of Kansas, 

creator of the industrial court as 
an answer to last winter’s coal strike, 
was bitterly assailed by the radicals of 
the coal mining unions and was lam- 
pooned by Gompers on every stump 
from which he spoke. But Governor 
Allen carried Shawnee County, a 
stronghold of union labor, by an over- 
whelming vote and the opposition of 
the coal-mining “reds” brought him the 
support of thousands of Democrats. 

He will be a bold labor leader indeed 
who again attempts to intimidate the 
public by the threat of a coal strike in 
the dead of winter. Governor Allen has 
driven a wedge between organized labor 
and its radical leadership. Self-respect- 
ing workingmen, whether union or 
non-union, will hesitate to follow any 
leader who plans to freeze the public 
into subjection to its will. 

And the workingmen’s wives! What 
will they do to any candidate for office 
who hereafter advocates abandoning 
the railroads and the coal mines for the 
purpose of starving and freezing the 
men, women, and children of the coun- 
try to the point where they will yield 
to the unreasonable demands of a hand- 
ful of organized labor leaders? 


Congress’ Discreditable Record 


But Congress has a long way to go 
to blot out the amazing record of cow- 
ardly surrender it has written for it- 
self in the past six years. Here are 
a few counts in the indictment against 
it: 

It passed the Clayton Act which 
amended the anti-trust laws by exempt- 
ing from punishment conspiracies en- 
tered into by “labor” while tightening 


the screws on every other class of the 
community. 

In an unexampled exhibition of cow- 
ardice it passed the Adamson railroad 
wage law under conditions which par- 
allel the operations of the modern hold- 
up thug. 

It placed on the statute books the 
La Follette Seamen’s Law which, now 
that the exigencies of the war are over, 
promises again to drive the American 
flag from the ocean, because of the im- 
possibility of meeting the demands of 
labor incorporated in its provisions. 


Tied the Hands of Justice 


By special enactments it has repeat- 
edly forbidden the attorney general to 
use any public funds for the prosecu- 
tion of labor leaders guilty of conspira- 
cies for which other classes of citizens 
would have been promptly haled into 
court. 

In more than a score of annual bud- 
get bills it has forbidden the use in any 
Governmental institutions of scientific 
shop management methods, thus rele- 
guting manufacturing plants of the 
nation to the standards of the Dark 
Ages. 

This is but half the story but it ought 
to be enough. In less than thirty days 
the committees of Congress will be 
working on the budget bills for 1921 
and will have an opportunity to exer- 
cise their new-found liberties. The 
whole country will wait with deep in- 
terest to learn whether in the current 
legislation of the coming session the 
welfare of all the people is to be sub- 
ordinated to the interests of a small 
class at the crack of the labor leaders’ 
whip. 


The Deadly Air Mail Service 


Com- 


\ HEN the House Postoffice 

mittee meets to frame the annual 
postal appropriation bill, it will find 
upon its big table some very earnest 
protests from the business men of the 
country aga nst the continuance of the 


so-called airplane mail. Associations 
of merchants and manufacturers in 
various sections have united in these 
petitions and the bulk of these protests 
is decidedly impressive. 

While the chief complaint voiced in 
these protests is based upon the extra 
hazards to valuable mail matter, as 
demonstrated by the past year’s experi- 
ences, the humanitarian aspect cannot 
be overlooked. 

Thousands of valuable letters and 
papers, impossible of reproduction, 
have been burned or otherwise de- 
stroyed in the scores of accidents that 


have occurred since the service was in- 
augurated; nevertheless, the business 
man who places an envelope in the 
mails is powerless to prevent its being 
carried on an airplane after it falls into 
the clutches of the Postoffice Depart- 
ment. 

At one time a special rate of postage, 
indicated by a special stamp, made it 
practicable for the sender of a letter 
to determine whether he would risk the 
chance of destruction in the hope of 
expediting its delivery a few hours or 
minutes. So small was the patronage 
thus developed that the postmaster 
general abandoned the special rate and 
now any piece of first-class mail matter 
may find its way into the airplane bags 
with a fair chance that it will be de- 
stroyed before it reaches its destina- 
tion. 
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A Ghastly Record 


While the protests of business men 
are based upon the danger to the mails 
involved in sending them by airplane, 
Congress is likely to give very serious 
attention to the hazards of the service 
to the lives and limbs of the men who 
serve as pilots. The record is enough 
to shock the most calloused heart. 

When Second Assistant Postmaster 
General Praeger rendered his annual 
report to Congress a year ago, he 
stated with cold-blooded cynicism that 
during the few months the airplane 
service had been in existence only six 
mail pilots had been killed. It will be 
interesting to read what he has to say 
on this subject in the report that will 
go to Congress in a fortnight. 

During the past three months seven 
more poor fellows have gone to their 
death, sacrificed to the deadly airplane 
mail service fad. Here is the record: 

Sept. 14—Max Miller and Gustav 
Rierson burned to death near Morris- 
town, N. J., in a Government all-metal 
mail plane. Nearly all the mail was 
destroyed. 

Sept. 14—Walter Stevens and Rus- 
sell Thomas were burned to death at 
Pemberville, Ohio, while flying an all- 
metal monoplane carrying 400 pounds 
of mail. They were relaying a flight 
after an accident in which Pilot Wil- 
liam Riddlesbarger was injured. Stev- 
ens had resigned and was on his last 
trip. Thomas left a bride of four days. 

Sept. 27—F. A. Robinson was killed! 
near Millersburg, Pa., while flying mail 
plane No. 31,697 when it struck a wire. 
extending over the Susquehanna River. 
The pilot had lost his way. 

Oct. 16—Bryan McMullen, air mail 
pilot of the Chicago-Omaha service, 
was killed when his plane fell near 
Batavia, Il. 

Nov. 7—John P. Woodward, air mail 
pilot, was found dead in the wreckage 
of his plane at Tie Siding, forty miles 
west of Cheyenne, Wyo. 

The public must not be surprised if 
other casualties come to light when 
Congress completes the prospective in- 
vestigation of these terrible accidents, 
The record I have given covers 
little more than sixty days. 

And yet this slaughter is defended 
on the ground that it is the duty of the 
Postoffice Department to stimulate 
“progress in developing mail transpor. 
tation,” and the public is told that it 
must accept the death of a few pilots 
more or less as an unpleasant but nec-~ 
essary incident. 

In the course of a recent official com- 
munication to a journal that had pro- 
tested against the continuance of this 
death-dealing service, the postmaster 
general declared that critics of the de- 
partment evidently believed that “if 
one would learn to swim he should hang 
his clothes on a hickory limb but not 
go near the water!” 


No Business of the Postal Service 


The fallacy which underlies the Bur- 
leson-Praeger argument is the obses- 
sion of these officials that it is the duty 
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of the Postoffice Department to bear 
an important part in the work of devel- 
oping the airplane. Of course there is 
absolutely no basis for any such pre- 
tense. 

The Federal Government is doing 
everything in its power to develop the 
airplane through the War and Navy 
departments, which properly regard it 
as an essential arm of the national de- 
fense. All reasonable hazards con- 
nected with the developing of this de- 
fense are justifiable, but there is no 
more reason why the Postoffice Depart- 
ment should adopt the airplane until 
this service has been fairly standard- 
ized and rendered reasonably safe than 
there would be for transporting the 
mails through the crowded streets of 
the big cities in some new-fangled 
high-speed automobile, known to be 
for a large part of the time beyond the 
control of the driver. 

The business men who have inter- 
ested themselves in this matter will 
respectfully call the attention of Con- 
gress to the character of the planes 
which the Postoffice Department, ac- 
cording to its own admissions, has been 
using during recent months. In a bul- 
letin issued a short time ago by Burle- 
son’s private press bureau, maintained 
at public expense, the assertion was 
made that “there is no truth in the 
statement that the accidents to these 
machines were due to lack of ordinary 
care on the part of the postoffice em- 
ployees.” As to what really caused 
the accidents the bulletin makes the 
following disgraceful confession: 

Defects in Air Mail Death Traps 

“The investigation made by the Post- 
office Department as a result of recent 
accidents to J. L. monoplanes has shown 
that the fires which caused the loss of 
the machines and the death of the two 
occupants were the result principally 
of a defective gasoline feed system. 

“There was, also, no provision for 
ventilating the fuselage or draining the 
bottom of the fuselage so that the leak- 
ing fuel could escape. It therefore col- 
lected beneath the engine and was 
ignited either by backfiring from the 
starved motor or by flames from the 
insufficiently protected exhaust mani- 
fold. 

“Tt was found that the engine ran at 
a very high temperature owing to the 
fact that the heavy vibration caused 
leaks in the radiator which quickly re- 
duced the water supply, causing pre- 
ignition. 

“Our experts have made the follow- 
ing recommendations, which were con- 
curred in by experts of the Army Air 
Service after they had made an exami- 
nation of the machines. 

“That a scoop be devised for carry- 
ing a carburetor intake outside the 
fuselage. 

“That gas lines be installed with flex- 
ible hose connections. 

“That provisions be made for drain- 
ing the oil and gas drippings from the 
bottom of the fuselage and ventilating 
it. 
“That a better quality of insulation 
for ignition system be installed to pre- 
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vent short circuiting of the system and 
a discharge of sparks at various points 
in the engine compartment.” 

In such death traps as these Burle- 
son and Praeger have been sending up 
scores of brave fellows who, according 
to Praeger’s code, must either “go up 
or resign, regardless of weather.” 


“Go Up or Resign” 
And yet the department’s press bu- 


.reau declares that there is no truth in 


the statement that the accidents to 
these machines “were due to lack of 
ordinary care on the part of the post- 
office employees.” Evidently Burleson 
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and Praeger do not classify themselves 
as employees. They are _ probably 
“officials.” 

But don’t think you can prevent the 
Postoffice Department from destroying 
your letters by marking them “Don’t 
send by air mail,” as some enterpris- 
ing New York merchants sought to do. 
The department has already ruled that 
you must not put on your letters a pri- 
vate date mark that would convict the 
department in case of delayed delivery. 

It would undoubtedly hold that any 
superscription designed to keep a let- 
ter out of the airplane bags would ren- 
der it non-mailable. 





The Truck That 


“Righted” Itself 














RECENT exploit of a big 

motor truck in rescuing itself 
after on accident on a bridge out- 
side of Los Angeles will give to 
many people a new idea of the 
stability and trustworthiness of 
these vehicles. 

The truck, which was a Packard, 
got into trouble through the vio- 
lation of the headlight law by the 
driver of a passenger car. It was 
loaded with eight tons of cement and 
had another eight tons on a trailer. 
Just as the driver started to cross a 
bridge the passenger car, in trying 
to pass another one, pulled out 
sharply to the left, with headlights 
blazing and it both blinded the 
driver of the truck and also forced 
him over to one side. 

The front right hub of the big 
truck he was driving caught a fence 
post and the wheel, after climbing a 
ten inch concrete curb around the 
base of the steel bridge rail, climbed 
over the end of the rail, ran along 
the top for several feet, and then 
with front wheel riding the rail, the 
truck moved down the bridge for 
more than its own length. When 
the truck stopped, the rear wheels 
were on the bridge and one front 
wheel and the radiator were about 


five feet higher and hanging over the 
edge of the bridge rail. 


Rescued Itself 


After a wrecking crew had given 
up the job of putting the truck back 
on the road, the driver decided to 
see what he could do with the truck 
itself. So the engine was started 
and the truck backed up, sliding the 
front axle along the top of the rail 
in spite of the heavy bolt heads that 
impeded its progress. The truck was 
finally pulled clear across the bridge 
rail and the whole front end was 
dropped about three feet to the 
bridge floor. In spite of this, in- 
spection showed that the only dam- 
age from the accident had been a 
slight bending of the front axle, the 
dislocation of some of the leaves of 
the front spring, and the loosening 
of the steering rod. Within thirty 
minutes the truck was on its way 
again under its own power. 


The Atlas Tack Co. Fairhaven plant, 
Fairhaven, Mass., in September shipped 
1,023,517 pounds of product. Sales for 
that month amounted to $313,895, as 
against $193,287 for the corresponding 
period last year, an increase of 62 per 
cent. 





Coming Hardware Conventions 


AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler. T. 
James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 

TEXAS HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 

PaciFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 

MissourRI RETAIL HARDWARE AsSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MouNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25,26, 27, 1921. W. W. McAllister, sec- 
retary-treasurer, Boulder, Col. 


KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 


OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WEsT VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8. 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 


MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10. C. N. Barnes, secretary, 
Grand Forks. 


CALIFORNIA RETAIL HARDWARE & Im- 
PLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin, 

MINNESOTA RETAIL HARDWARE AsSo- 
CIATION CONVENTION, St. Paul Audito- 
rium, St. Paul, Feb. 15, 16, 17, 18, 1921. 
H. QO. Roberts, secretary, Metropolitan 
Life Building, Minneapolis. 


OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIATION 


JOHN V. MEYER DEAD 


Hardware interests throughout the 
Central West mourn the loss of one of 
the best known and most beloved mem- 
bers of the fraternity in the death of 
John V. Meyer, president of G. E. 
Meyer & Son, pioneer hardware con- 
cern at South Bend, Ind. Death oc- 
curred Sunday, Oct. 17, at Epworth 
Hospital. 

Until six weeks ago the deceased 
was active in his business. Death was 
due to cancer but Mr. Meyer was not 
informed of the nature of his malady 
and retained a_ hopeful attitude 
throughout his suffering. 

Mr. Meyer was born at South Bend, 
June 1, 1854, the son of Godfrey and 
Bernardina Buhman Meyer. Godfrey 
Meyer began business in South Bend 
as a tinner in 1853 and in the early 
sixties formed a partnership with an- 
other South Bend pioneer, Godfrey 
Poehlman and the business was en- 
larged to include a hardware stock. 

In 1893 Mr. Poehlman sold his in- 
terests to the son, John V. Meyer, and 
for twenty-seven years the firm of G. 
E. Meyer & Son has been one of the 
leading stores in South Bend. 

Supplementing the practical experi- 
ence of his youthful days with two 
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AND EXHIBITION, Des Moines, Feb. 22, 
23, 24, 25, 1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SoutH DaAkoTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Roberts, 
secretary, Metropolitan Life Building, 
Minneapolis, Minn. 

NEw YorRK STATE RETAIL HARDWARE 
ASSOCIATION, INc., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Convention Hall 
and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse, 
N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


years’ special training in sheet metal 
work in Rochester, N. Y., the deceased 
contributed mechanical skill as well as 
executive ability to the concern and 
was a strong factor in the growth of 
the business. Mr. Meyer was an expert 
workman and an able manager. 

He was a member of South Bend 
Lodge No. 235, B.P.O.E.; the South 
send Turn Verein and the Chamber of 
Commerce of that city. He was a loyal 
supporter of the Indiana Retail Hard- 
ware Association, Inc., a familiar 
figure at conventions and a man who 
made friends and retained them. The 
seeds of sincerity and uprightness took 
deep root in his life. 

The business will be continued under 
the same name as in the past and under 
the able management of R. S. Dunnuck, 
Mr. Meyer’s chief assistant and finan- 
cially interested in the firm. 


Mr. Underwood Resigns 


P. G. Underwood, for the past eleven 
years general manager of the Moore 


Push Pin Co., Philadelphia, has re- 
signed from this company to enter a 
business of his own. Mr. Underwood 
will shortly announce his future plans, 
and the nature of the business that he 
will conduct. 





Hardware Merchants Devoting Much Space to Stove Advertising 
—Examples of Various Appeals Used in Current Publicity 


Playing up the Name 


No. 1 (8 cols. x 10 in.) 

E. J. Faut, Brookfield, Mo., sent us 
the ad on Round Oak ranges. It has 
a timely heading and is well illustrated 
and arranged. 

The idea behind this ad has been to 
play up the name of the range and the 
trade-mark. In order to carry this 
out in the best possible manner, Mr. 
Faut has made excellent use of ad ma- 
terial furnished by the manufacturer. 

The text, while general in its appeal, 
nevertheless conveys to the reader the 
impression that the range advertised 
is the choice of discriminating buyers. 


A forceful paragraph in this ad is 
the closing one in which an idea is giv- 
en the reader of the size of the firm 
which builds the Round Oak range. 

Notice the manner in which the 
border is indented. In the newspaper 
this has the effect of causing the ad to 
stand out from ads or reading matter 
on the left side and if the ad is given 
a right hand position as this one was, 
the effect is very marked and is one of 
the very best ways to secure separation 
from surrounding ads. 

A Complete Description 
No. 2 (2 cols. x 8 in.) 
The Monarch Malleable ad was used 
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ALUMINUM 
COOKING UTENSKS 


The best of housekeepers demand 
pure aluminum cooking utensils for 
cooking, because they know from ex- 
they 
quickly and that they are ‘most easily 
cleaned and kept bright and shiny. 

In our large assortment you will find 
‘“‘Wagner Cast Ware,’’ Viko Stamped 
Ware, Toledo Ware 
Any of the above makes assure 
you of years of service. 

A good quality of aluminum ware is 
always the cheapest to buy, if you buy 
here you are sure to get the best. 

May we show the difference between 
the cheaper grades and the quality lines 
we offer you? You are under no obli- 
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Quality Talk on Aluminum 
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by the Thos. Conron Hdwe. Co., Dan- 
ville, Ill, and is a presentation which 
might be said to be just the opposite 
of the preceding ad. 

Here every detail concerning the 
Monarch range is set down for the 
reader’s information. In fact, after 
reading this description, there is little 
left to do but view the range and check 
up its features. ; 

Points are mentioned in this copy 
which will interest the housewife who 
demands distinctiveness along with con- 
venience and cooking efficiency. The 
finish of the range is thoroughly de- 
scribed, the thermometer on the oven is 
made mention of, the exclusive features 
of the range are set down so that the 
copy invites the interest of the reader 
and is a strong inducement to make a 
personal call. 

Combined with the presentation on 
the range is a companion section on 
potable oil heaters and we direct at- 
tention to the very complete descrip- 
tion and pricing of styles—something 
not generally seen in an oil heater ad 
and yet a matter of great interest to 
every intending purchaser of an oil 
stove. 

The opening copy introducing the 
subject of oil stoves is very well 
handled. 

Your attention is directed to the cut. 
You might give it several glances before 
you realized that it serves another pur- 
pose in addition to showing the range 
itself. 

On the left hand side you will note 
some lines of type. Here you are in- 
formed that the cut is really a minia- 
ture bank and although no reference is 
made to this bank in the text, it is to 
be presumed that the Conron Company 
presents these banks as souvenirs. 


Informing the Readers 


No. 3 (2 cols. x 6 in.) 

The Andes ad was recently used by 
the Buchanan Hardware Co., Richfield 
Springs, N. Y. 

It is purely a reminder ad calling the 
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Good Reminder Ad 


reader’s attention to the fact that on 
the second floor of the store a complete 
line of stoves and ranges are displayed 
and also directing attention to the 
window display devoted to the pipeless 
furnace. 

This ad is very well laid out and gets 
attention at a glance. The trade mark 
stands out well and the display lines 
are nicely balanced, while the firm 
name signature in the form of a de- 
signed cut lends additional distinction 
to the layout. 

The border shown in this ad is one 
that is used a great deal by the 
Buchanan Company, so mutch so, in 
fact, as to serve as a means of instant 
identification as the reader glances over 
the newspaper page. 

Good Display and Copy 
No. 4 (8 cols. x 6 in.) 

The Edwards & Chamberlin Hard- 
ware Co., Kalamazoo, Mich., have de- 
voted this space entirely to the subject 
of aluminum ware and in the copy the 
special appeal is made to the reader 
to permit the store to demonstrate the 
difference between aluminum ware of 
quality and the ware which has for its 
talking point—low price. 

After a paragraph which reminds 
the housewife that aluminum is the 
superior cooking ware, the ad plays up 
the quality line and clinches the point 
by requesting an actual comparison. 

We think this a good argument for 
aluminum ware ads. Many housewives 
are of the opinion that there is very 
little difference in the wearing quality 
of aluminum ware and as a conse- 
quence seek the lower-priced makes. 
Then, more than likely, instead of be- 
coming a regular buyer of aluminum 
ware she makes up her mind that it is 
not so suitable as she had supposed. 

This ad is exceptionally attractive. 
The cuts are well placed and help create 
interest and suggest the style of ware 
to be purchased. 

It is our opinion, however, that the 
top cut might just as well been omitted 
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for the other cuts are sufficient illustra- 
tion and show the actual articles as 
they appear. 

Read over this copy and then get out 
a similar ad on aluminum ware—now 
is a good time. 


HOME BEAUTIFUL SHOW 


ie part that good hardware plays 
in the modern home will be made 
plain to the public at the “Home Beauti- 
ful” Exposition to be held in Mechanics 
Building, Boston, from April 16 to 30, 
1921. The term hardware to many in- 
dicates the general store where one gets 
a hammer or a package of carpet tacks. 
But the better meaning, as applied to 
modern building, is the finishing touches 
that are put upon doors and windows 
in the form of handles, knobs or clasps, 
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Making a General Appeal 


and in countless ways where fine fittings 
are used. 

In the various exhibits in the five 
great halls of the Mechanics Building, 
which is the finest exposition structure 
in the country, there will be countless 
displays which will include in some 
manner a show of hardware. This will 
be especially true in the “model” house, 
which is to be shown, fully furnished, 
in order that all may see what experts 
believe typifies the modern home, right 
down to date. 

The exposition will be conducted 
along educational lines, in an effort to 
promote the main idea of the “home 
beautiful,” by displaying the best ideas 
in devices of all kinds that make for 
efficiency in the home; and also there 
will be exhibits to give the best ideas 
of interior and exterior decoration, so 
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that all will merge under the general 
heading of the “home beautiful.” 

Four orchestras have been engaged to 
furnish music, and their melodies will 
float through the halls morning and 
afternoon and evening, adding to the 
charm of the whole affair. 

The management of the exposition, 
working under the personal direction of 
Chester I. Campbell, has made such 
extensive plans that not one thing of 
essential value in or about the home 
has been overlooked. Mr. Campbell has 
managed all the large expositions that 
have come to Boston in the last 20 
years—the Automobile Show, National 
Textile Exhibition, Shoe and Leather 
Show, the Flower Show and others— 
which makes it certain that the Home 
Beautiful Exposition will carry a vital 
personal appeal to all. 


Will Have Many Displays 


The exhibit of articles and appliances 
used in the modern home will be most 
comprehensive, and the list of exhibi- 
tors includes leading firms of the coun- 
try, as well as the local houses. Their 
displays alone will occupy 125,000 sq. 
ft. of the floor space. 

A conservative estimate of the at- 
tendance allows for an average of 
25,000 daily, but the management con- 
fidently expects a larger number on 
account of this being the first exposi- 
tion to deal so closely with the every- 
day affairs of home life. 

The money to be distributed in the 
competitions totals more than $1,000. 
The first award of $100 is for the best 
plan for a house of not less than six 
rooms, costing not more than $7,500 
above the land. Other awards will be 
made for the best layout for interior 
decorations for the house, for a model 
kitchen, a bathroom, laundry and play- 
room. Second prizes will be given, and, 
in addition, $50 will be awarded the 
person who designs the best poster for 
the exposition. 

Hardware men will be present in 
large numbers, it is predicted, due to 
the many exhibits of merchandise that 
is sold in hardware stores. 








VISIT OUR SECOND FLOOR 
and inspect our complete line of 


ANDES 
STOVES AND RANGES 


See the ANDES One-Pipe Furnace 
installed in Our Display Window 


Now Is the time to make preparations for 
Winter Heating. We are ready with our 


stock to supply your needs. 


Be Cc) ASnan} fardwareG , 
RICHFIELD: SPRINGS 


PHONE 63 “AT YOUR SERVICE” 














MaRing a Specific Appeal 





Meet Them Allin St. L ul 


HEY will all be there. All 
i} the big progressive manu- 

facturers of the automo- 
tive supply business. All the real 
live hardware jobbers who have 
been making history through 
sales of auto accessories, equip- 
ment and supplies. 

When the doors of the big Coli- 
seum in St. Louis are opened on 
Nov. 30 accessory buyers will 
have the opportunity to inspect 
the most comprehensive automo- 
tive equipment exhibit ever staged 
in this country. 

They will have an opportunity 
to see everything that is latest 
and best in the accessories field; 


JOSEPH A. FULLER DEAD 


The sudden death of Joseph A. Ful- 
ler, well known manufacturer’s repre- 
sentative in London, on Oct. 11 has 
caused another gap in the fast disap- 
pearing list of oldtime salesmen. In 
1868 William K. Fuller and Joseph A. 
Fuller established the firm of Fuller 
3rothers and in 1881 with W. K. Ross 
established the Ross & Fuller Associa- 


Joseph A. Fuller 


tion. Since that time both firms have 
earned an enviable reputation with the 
hardware trade for honesty and fair 
dealing between manufacturer and job- 
ber. 

Known all over the country as “Uncle 
Joe,” Mr. Fuller earned for himself a 
multitude of friends upon whom he has 
been calling regularly for the past 
forty-five years. He was a life mem- 
ber of the New York Athleéic Club, a 
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to learn at first hand the charac- 
ter and style of auto merchandise 
which can be distributed to best 
advantage. In addition they will 
gain a thorough knowledge of 
market conditions and price ten-: 
dencies in the line we have come 
to know as automobile hardware. 

And there will be a convention 
as well as an exhibition. 

Come with your ears wide open. 
In some of the livest sessions ever 
held by the automobile accesso- 
ries branch of the National Hard- 
ware Association of the United 
States you will listen in on some 
discussions which actually affect 
the future of hardware automo- 


member of the New York Riding Club 
and also the Hardware Club of New 
York. 


JOHN M. LYNCH DEAD 


Friends and business associates were 
shocked to hear of the sudden death of 
John M. Lynch, vice-president of the 
American Hardware’ Stores,  Inc., 
Bridgeport, Conn. The night before he 
died he had been seen in the streets 
viewing a local parade, and was appa- 
rently enjoying good health. 

Mr. Lynch was born in Ireland fifty- 
one years ago, and was connected with 
a number of hardware firms in Ireland 
and England before coming to this 
country in 1888. His first American 
connection was with Lyon & Hindley, 
with whom he remained for some time. 
In 1917 the American Hardware Stores, 
Inc., was formed and he was chosen 
vice-president. 

Besides his widow, J. Emilie Lynch, 
he is survived by two children, Miss 
Mildred Lynch and Dorald P. Lynch. 
Mr. Lynch was a member of the local 
order of Elks, the Black Rock Country 
Club and the Chamber of Commerce. 


TRADE NOTES 


George Hird, foreman toolmaking 
department Millers Falls Co., Millers 
Falls, Mass., hardware, has resigned to 
become general superintendent. Lenox 
Mfg. Co., Lowell, Mass. 

Stockholders of Landers, Frary & 
Clark, New Britain, Conn., cutlery, etc., 
have authorized an increase from 
$6,000,000 to $7,000,000 in the capitali- 
zation by an issue of 40,000 common 
shares, par $25. 

The Bridgeport Brass Co. will be 
represented at the Automotive Equip- 
ment Association show, to be held in 
the Coliseum, Chicago, Nov. 15 to 20. 

The Massachusetts Wholesale Hard- 
ward Corp., Boston, capitalized for 
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bile accessories business of the 
near future. 

Will the hardware interests 
continue to be leading distribu- 
tors of automotive equipment and 
supplies? We think that they 
will. 

But—there is evidence of the 
revival of a movement to hamper 
accessories distribution through 
hardware channels. You owe it 
to your business to be in attend- 
ance at those St. Louis sessions. 

Bring your accessories buyer 
along. It will be his big oppor- 
tunity. Meet the biggest minds 
of the accessories business in St. 
Louis Nov. 30 to Dec. 3. 


$10,000, divided into 100 shares, par 
$100, all of which have been issued, has 
incorporated under Massachusetts laws 
with Samuel Newstadt, 93 Savin Street, 
Roxbury, Boston, president, and Morris 
Backer, 4 Lake Street, Somerville, 
Mass., treasurer. 


New York Bowling League 

New York hardware jobbers now 
have a Hardware Bowling League. 
A representative from each of the 
following wholesalers, Hansen & 
Yorke, Masback Hardware Co., A. J. 
Picard & Co., John Simmons Co., 
Topping Bros. and Wiebusch & Hil- 
ger Co., Ltd., met and formed this 
new organization, electing officers 
and drawing up a schedule. 

John Armstrong of the Masback 
Hardware Co., was elected chairman, 
Albert S. Johnson of Hansen & 
Yorke, was elected secretary. 

Ehlers Alleys, located in Brooklyn, 
were secured by the league who plan 
to bowl every Friday night from 
Oct. 1 to April 1. At the end of that 
time four prizes will be awarded. A 
championship trophy will be given, 
the team with highest score for the 
season will receive an award, and the 
individual with the highest score 
and with the highest average will 
each receive a suitable prize. 

As the league enters its second 
month of existence the Masback 
Hardware Co. seems to have all the 
honors; Armstrong of this firm has 
the highest individual score, being 
222, and Cook of the same company 
has an average of 174 2/15, the high- 
est in the league. These high scores 
bring this company the highest team 
score. Masback is also tied with 
Hansen & Yorke for first place in the 
“Standing of Teams.” 
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Office of HARDWARE AGE, 

239 West 39th Street, 

New York, Nov. 15, 1920. 
| ETAIL business in this territory is 

on the whole very active and’ emi- 

nently satisfactory in every respect. 
The public seems to be buying liberally 
of hardware. The wholesale business in 
the New York hardware market is, on 
the other hand, with a few notable ex- 
ceptions, characterized by a good deal 
of apathy and dullness. Dealers are 
buying with marked caution, so much 
so, in fact, that several jobbers have 
said that they know of many dealers 
who are not anticipating their wants as 
they should, and as a consequence will 
suffer from stock shortages in the 
spring. 

A limited investigation conducted by 
HARDWARE AGE in this connection has 
failed to find entire justification for 
these jobbers’ criticisms, although there 
are in some places dealers who are 
holding off in their buying, and evi- 
dence would seem to point if they con- 
tinue to do so they will suffer the nat- 
ural disadvantages in loss of sales. Re- 
tail stocks in the majority of cases are 
not heavy, but most of the local dealers 
have ample stocks for reasonable de- 
mands. There are, of course, still many 
shortages which are being more or less 
acutely felt. 

Many dealers have adopted a hand- 
to-mouth buying policy, which is the 
reason attributed for the slackness in 
the wholesale market. The general vol- 
ume of spring orders that jobbers have 
received, however, and the activity in the 
retail field are evidence that the present 
slowness is only temporary. Every- 
body in the hardware business is con- 
servatively optimistic in this section, 
and greater activity is generally pre- 
dicted by spring. 

Zinc sheet was reduced 1c. during the 
past week, which was the first change 
in price in nearly a year. Sheet zinc 
is now quoted 11'4c. base, mill. Copper 
sheet was also reduced lc. and is now 
being quoted 23',c. base, mill. Brass 
sheet is 22'4c. base, mill. The local 
market for sheet is dull and stocks 
light. 

Bolts and Nuts.—Prices are firm and 
stocks for the most part relatively light. 
There is a good demand for all sizes 
and styles. 

Common carriage bolts, all sizes, are be- 
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ing quoted list plus 15 per cent, although 
some jobbers are quoting flat list. Machine 
bolts, all sizes, list plus 5 per cent. Stove 
bolts, 50, 10 and 5 per cent to 60 and 5 per 
cent. Common tire bolts, 40 per cent. Sink 
bolts, 50, 10 and 5 per cent to 65 per cent. 

Hexagon machine screw nuts, iron, 10 
per cent; brass, 4/3: in., 50 per 
cent; 10/32 to 12/32 in., 4 and 5 per 
cent; 14/32 in., 33144 per cent. Stove rod, 
25 per cent. Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent: % and larger, 40 per 
cent. Lag screws, less 10 and 5 per cent. 

Toggle bolts, steel, bright finish, discount 
of 50 per cent. 

Galvanized Ware.—The demand for 
sheet has not improved materially in 
this section and stocks are small. Pails 
and tubs are in fairly good demand at 
firm prices. 

Galvanized 
28 gage, $10.00 to 
Galvanized pails, 8-qt., $5; 10-qt., 
12-qt., $6.65; 16-qt., $8.90; heavy, 
$8.70; heavy, 16-qt., $12. Wash tubs, N 
$16.80; No. 2, $18.60; No. 3, $22.50: all 
doz. : 

Ice Skates.—There has been expressed 
in some quarters recently the appre- 
hension that there will be shortages in 
skates before the winter is over. Orders 
sent in by local dealers to New York 
jobbers are substantial. Prices are very 
firm. 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’ same, $1.53 
per pair Hardened steel blades, nickel 
plated, $1.88 per pair: girls’, same, $2.48. 
Tempered steel blades, extra polished, fuli 
nickel plated, all sizes, $2.75 per pair. 

Linseed Oil.—There has been no ap- 
preciable change in the linseed oil mar- 
ket. Consumers are still holding off 
because of the unsettled conditions, and 
the general market is somewhat de- 
pressed in the absence of substantial 
buying power. 

The best quotations that can be given 
in view of the present peculiar conditions 
in the market are: Linseed oil, raw, in 
car lots, 95 to 99 cents per gal. In lots of 
5 bbl. or more, $1 to $1.03, and in lots of 
less than 5 bbl., $1.03 to $1.06. Oil in half 
barrels is 5 cents extra, boiled oil is 2 cents 
extra, and double boiled oil is 3 cents 
extra. 

Nails.—No change has been effected 
in the local nail situation, and none is 
looked for in the immediate future. 
There is a shortage of labor reported 
in the Pittsburgh district, and mills are 
said to be still far behind on production. 

Current prices prevailing in this section 
vary considerably. For wire nails the 
prices range from $6.75 to $8 base per keg. 
For cut nails (which are almost off the 
local market entirely), prices range from 
$8.25 to $9.75 base per keg. It should be 
further noted that only small lots are ob- 
tainable anywhere in this section. 

Wire brads and nails in 1-lb 
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quoted: 
per 


sheet is being 


No. 
$11.50 base : 


per 


packages 


are quoted by local jobbers 60 
cent. Quarter Ib. papers take a discount 
of 60 and 10 per cent. Galvanized nails, 
25-lb. boxes, 4D, $10; 6D. $9.90; SD, $9.80; 
10D, $9.75; 20D, $9.70. Galvanized roofing 
nails, 1 x 12, $11; plain roofing nails, 1 x 12, 
$9.20. 


ind 10 per 


Naval Stores.—There is relatively 
little activity in the local naval stores 
market. Buying is confined to small 
lots and little interest is being mani- 
fested for futures. Turpentine is quoted 
$1.16 per gal., yard basis. Rosin, all 
grades, on a basis of 280 lb. per barrel, 
is quoted, yard basis, $12.95, with the 
exception of WW _ grade, which is 
$13.25. 

Rope.—The local’market for rope is 
dull. A decline is expected by many 
buyers, which is partly responsible for 
the present slowness. Present quota- 
tions are: 

No. 2, 
best 


§-in., 
“5c. 


Jute rope, No. 1, 21'%c. to 22%4c.; 
20l4c. to 21%ec.: jute twine wrappings, 
grade, 27c. to 30c.: India hemp twine, 
23ec. to 25e. Manila rope, best grade, 

hardware grade, 25c. to 26\4¢c.; 
33c. to 331 sisal rope, pure, 


to 28l4c.; 
bolt rope, 
to 22%c. first grade, 


%-in., 19¢ 
20c. to 21c. 


4C.; 
; lath yarn, 


Believing it to be a matter of interest 
and possible guidance to our readers, 
we publish herewith a list of seasonable 
articles, together with the retail prices 
prevailing in this section. These prices 
are average prices arrived at as a re- 
sult of a canvass of the Greater New 
York trade. 


PERFECTION OIL HEATERS 


No. 500, 
3 


3 ‘Put in 
BEST WEATHER STRIP 


List 

No Foot Length 100 Foot 
2 10 SO 
ab O7 60 
a7 05 10) 

5 41) 

06 a 

ROOFING 

eer 
tar paper 
tar paper 
rubber roofing 


1-ply 
2-ply 
3-ply 
2-ply 


YALE DOOR CHECK 
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ROOF PAINT 


Barrett Everjet 
Com. Metallic 
Devoe 888 


WIRE NAILS 
$8.50 base per keg. 
GAL. MESH CLOTH 
00) OG. Tisca<ke $9.00—100 ft. roll 
. 9c. sq. 8.00—100 ft. roll 


KEROSENE OIL 
Golden 
Deliver 5 gal. lots only at 10c. on 5 gal. 
GALVANIZED PAILS 
s qt. 
; pt. 


Office of HARDWARE AGE, 


Otis Building, 
. Chicago, 


Nov. 10. 
I ETAIL dealers uniformly report 

business gains over corresponding 
periods of 1920, while jobbers in this 
territory agree that conditions are 
eminently satisfactory. From which 
one concludes that the hardware inter- 
ests are “sitting pretty,” and enjoying 
a degree of prosperity which many 
other lines well may envy. 

It seems to be the agreed opinion of 
many that there will be no important 
price concessions during the balance of 
the year. Some quarters look for a 
number of new prices after Jan. 1, but 
none are bold enough to prophesy that 
these reductions will be of a radical 
character. It is a plain fact that pro- 
duction is making gains on demand. 
When demand is fully met prices will 
ease off, but that time is at least a few 
months in the future. 

All seasonable lines are moving in big 
volume. The lethargy which infected 
stove boards, sheets, stoves, sporting 
goods, automobile accessories and other 
cold weather merchandise has given 
away to brisk business. There has been 
a big movement in skates and the mar- 
ket is rapidly becoming depleted of 
stocks. 

Information seemingly reliable has it 
that the leading steel and wire interests 
contemplate no price reductions. This 
is a logical situation because price ad- 
vances were not taken when they were 
justified. So long as the metal market 
shows the strength it now has it is diffi- 
cult to see how prices can slump ma- 
terially. 

That advances have been arrested is 
true almost without exception. The 
peak has been reached, but there is no 
more reason for recessions than there 
is for higher prices. Costs are about 
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LE PAGE’S GLUE 


Each 
Bottles and tubes 20c. 
Gillis 30c. 


BUILDING PAPER 
$2.50 roll 
1.75 roll 
BLACK STOVE PIPE 
40c. length 


PYREX WARE 
New List 
Cotton sash cord 


RED SEAL BATTERIES 
48c. to 50c. each $5.40 a doz. 


GALVANIZED PIPE 
Joint 


GALVANIZED ELBOW 
Each 
$0.80 

1.05 
1.10 
1.25 
GALVANIZED LEADER PIPE 
Foot 
$0.30 


% N 
CHICAGO 
the same and demand is still several 
steps ahead of supply, in fact some 
lines will be short for another year. 

With the retailer doing a profitable 
business, collections have been very 
satisfactory. In fact the whole trade is 
in a healthy successful situation, with 
no threatening clouds on the immediate 
horizon. 

Automobile Accessories.—Increasing- 
ly good business is reported, with pros- 
pects for heavy demands throughout 
the holiday season. Prices are firm. 


foot pumps, $1.25 each; 
36, $2.10 each; Stewart 
horn, 3.50 each; Howe spotlights, 
Weed chains, 30 x 3%, $5 per 
per cent off in lots of one 
33% off in lots of more 
pair; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%, $2.25 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcplain type, 36c. to 
58c.; Hercules Giant, 55¢e. to 60c. each; 
H+rcules Junior, 27c. to 35¢c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
special, 83c. to 97c. each; A. C. Titan 
plugs, 58c. each: A. C. Cico plugs, 48c. 
each; Champion X plugs, 62c. each; Cham- 
pion O plugs, 62c. each; Champion Heavy 
Duty, 73c each; Splitdorf plugs, 70c to 
78e. each; United plugs, junior, 40c. each. 


Axes.—Some betterment in the de- 
livery of axes is noted. Production is 
improved and there is no holding up 
for handles as in the past. Prices are 
steady. 

We quote from jobbers’ 
Chicago: Single bitted first quality black 
axes, 3 Ib. to 4 Ib., $17.50 base; double 
bitted black unhandled first quality axes, 
$23.50 base. 

Alarm  Clocks.—Requisitions are 
large with stocks in a state of marked 
undersupply. While there may be no 
advances it seems certain no lower 
prices in alarm clocks can be expected 
in months. 

Ash Sifters—Demand has reached 
the peak point and should continue 
strong for many weeks. Manufactur- 
ers are unable to get sheets in sufficient 
quantity to allow normal production. 


Gage 
24 


Twin 
Simplex jack, 
hand 
$3.90 each; 
pair, with 25 
dozen pair and 
than one dozen 


cylinder 
No. 


stocks, f.o.b. 


6 " y $2.10 
6 " 1.60 
GAS HEATERS 
20th Century 
SASH WEIGHTS 


5 cents a pound 
Furnace scoops, hollow back 
Snow shovels 


$1.50 each 


$80.00 a ton 
$1.25 each 
$1.00 each 
LADDERS 
Bolted every step 


ASH CANS 


Size 7, black staved 
Size 8, black staved 
Plain ash can—galvanized 
No. 170 ash can—galvanized 
No. 180 ash can—galvanized 
ASBESTOS CEMENT 
6 Cents GO GORE. vi ccesceserrcssé $3.50 a bag 


GALVANIZED COAL HODS 


Prices prospects are for no immediate 
change. 

We quote from jobbers’ stocks, f.o.b, Chi- 
cago: Common wire cloth hand barrel sift- 
ers, $4.50 per doz.; galvanized rotary barrel 
sifter, $39 per doz. 

Builders’ Hardware.—Transactions in 
this line are few and far between. Some 
price recessions are looked for after 
the first of the new year. 

Cotton Gloves.—This is a very active 
item, with demand showing strong and 
stocks quite large to meet require- 
ments. Prices are 10 per cent less than 
September quotations but no im- 
mediate further reductions are 
rumored. 

Chains.—Stocks are somewhat larger 
and demand is no more than normal. 


Cutlery.—Exceptionally fine business 
is the situation in cutlery with prices 
strong. Carvers have moved with 
alacrity and a shortage seems im- 
minent. Pocket knives are in keen de- 
mand and stocks will be exhausted be- 
fore Christmas has passed. Kitchen 
cutlery is a strong item with demand 
on every hand and prices rigid. Silver- 
ware is moving freely and there will 
not be enough to take care of holiday 
needs. There seems less likelihood of 
price recessions in cutlery than in other 
hardware lines. 


Eaves Trough and Conductor Pipe.— 
Stocks are being accumulated and it is 
likely that the spring demand will find 
jobbers in a position to meet them much 
better than in the past. No goods are 
moving now. The trade is still waiting 
for future prices on this material. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough 
5-in., $9.50 per 100 ft.; 29-gage corrugated 
conductor pipe, 3-in., $9.50 per 100 ft.; 28- 
gage, 3-in. corrugated conductor elbows, 
$2.16 doz. 


Flint and Garnet Paper.—Conditions 
are practically normal, with demand 
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and. supply in proper relation. Prices 
are unchanged and are apt to stay at 
present levels for some time to come. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flint paper, 30 per cent off list; 
garnet paper, net list, and emery paper, list 
plus 5 per cent, 

Files.—Some evidence of a lessened 
demand is noted but, generally, files 
are moving well and prices are just 
steady. Certainly there is nothing to 
justify an advance and any decline will 
be small and may not come for weeks. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10 per cent 
discount; Disston, 50 per cent discount; 
Black Diamond, 40-10 per cent discount. 

Furnace Scoops.—Seasonable _ re- 
quirements have eaten big holes in 
stocks. Manufacturers hope to make 
deliveries before there is any real 
shortage. The price trend is firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Hollow black furnace scoops, $11 
per doz.; riveted black furnace scoops, $15 
per doz. 

Galvanized Ware.— Manufacturers 
are holding prices steady but jobbers 
are making some concessior:. to move 
stocks in which they are fairly well 
supplied. Competition tubs sre scaled. 
Standard No. 2 and 3 tubs are scarce 
and are holding well to the market. 
There is a little better movement in 
pails and cans. For some reason the 
retailer is playing a waiting game on 
galvanized ware, but the jobber still 
holds to the idea that prices will not 
be materially lessened and that it is a 
serious mistake to be out of goods and 
lose sales. “If a mercnant misses one 
sale” said a Chicago buyer “the profit 
he forfeits is more than any saving he 
can hope to make on a dozen items 
purchased at a lower price.” He ad- 
vises reasonable purchases of galvan- 
ized ware. 





Glass.—No sales of any size are be- 
ing made. Production is gaining on 
demand and there should be good stocks 
for the big spring movement. Future 
orders are accepted by some firms with 
a price guarantee. There seems little 
prospect for any slump in glass quota- 
tions. 

We quote from jobbers’ 
Chicago: Single strength A, 
per cent off; single strength 
brackets, 77 per cent off; 
strength A, 75 per cent off; putty in 100-Ib 
kits, $4.25: glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to package, 65c. per package 

Handles Wood.—Rumors of an ad- 
vance have given way to conditions that 
indicate a slight discount at an early 
date. All wooden products are in bet- 
ter supply. Jobbers feel that the time 
is here when manufacturers should 
make reductions. A slight recession is 
in immediate prospect. 


stocks, 
all sizes, 77 
B, first three 
all sizes, double 


f.0.b. 
7 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; second growth 
hickory axle handles, $6.30 per doz.; extra 
quality hickory axe handles $5 per doz.; 
No. 1 hatchet and hammer handles, 85c. per 
doz.; second growth hickory hatchet and 
hammer handles, $1.60 per doz. 


Hose.—Early announcement of new 
prices will stimulate future orders. As 
it is there are practically no sales of 
hose. 
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Hods Coal.—Lower prices announced 
here are more in the way of an adjust- 
ment than any real reduction. Demand 
is strong and there will be no great 
price change this season, jobbers say. 

We quote from jobbers’ stocks f.o.b. 
Chicago: Japanned open hods 17 in., $5.35; 
18 in., $5.90; japanned funnel hods, 17 in., 
$6.75 per doz; 18 in., $7 per doz.; galvanized 
open hods, 17 in., $8.20 per doz.; 18 in., 
$8.40 per doz.; galvanized funnel hods, 17 
in., $10.10 per doz.; 18 in., $10.95 per doz. 

Ice Skates.—New prices announced 
on ice skates last week are still effec- 
tive. Stocks are melting away and 
many jobbers will be unable to make 
shipments after Dec. 1. It seems to be 
a safe prediction there will be a real 
shortage in ice skates this year. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Cast steel skates, $1.05 to $1.35 per 
pair; hockey skates, $1.45 to $1.90 per pair; 
hardened steel blades' nickeled_ skates, 


$1.90 to $2.50 per pair; tempered steel 
blades, extra polished, full nickel plated, 


2.75 to $2.90 per pair. 

Lanterns.—“Not quite so scarce but 
still in strong demand” sums up in a 
phrase the lantern situation. The price 
trend is strong. i 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Competition lanterns, No. 0 tubular, 
$6.90 per doz.; No. 2 tubular cold blast, 
$9.90 per doz. 

Nuts and Bolts.—With the corpora- 
tion maintaining prices, which for 
months were admittedly low, there is no 
likelihood of any break in costs. The 
trade is still shy on small sizes. 


Nails.—Only a slight change in sup- 
ply is noted. Common nails are not 
quite as “few and far between” as they 
were during the summer. Demand 
shows little let up and all price indica- 
tions are decidedly firm. 

Chi- 


base, 


We quote from jobbers’ stocks, f.0.b 
eaco: Common wire nails per keg 
$4.45. 

Rope.—No important volume of busi- 
ness is going over the books in rope. 
It is not the active season. Stocks are 
reasonably sufficient and prices are un- 
varying. 

We auote from fobbers’ stocks, f.o.b. Chi- 
cago: No. 1. manila rope, standard brands, 


full coils, 28c. per Ib.;: No. 2. 27e. per th.; 
No. 1. sisal rope. full coils, 19¢ per Ib.; No. 
2, 17¢. per Ib.; No. 3, 15¢. per Ib. 


Paints and Oils.—Three cents is the 
decline in raw and boiled linseed oil. 
The weekly five-cent drop seems to have 
been checked as there was no change 
last week and the new price is just 
three cents off. Turpentine jumped 
about twenty-eight cents last week and 
is now off about sixteen cents. De- 
natured alcohol has broken its long stay 
at $1.25 and is now quoted at 95c, the 
lowest it has been in years. White lead 
is still unaffected by the general soften- 


ing of the lead market. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Pure boiled linseed oil, $1.19 per 
gal.; raw linseed oil. $1.17 per gal.: dena- 


tured alcohol, 180 proof. in harrels, 95c. per 
gal.; turpentine. $1.44 per gal.: strictly pure 
white lead, $15.50 per 100 Ib. keg 

Steel Sheets.—Prices have softened 
very slightly in sheets and premium ex- 
actions are surely disappearing. There 
are good prospects for a fair supply of 
sheets soon. 

We from jobbers’ stocks f.o.h. 
28 gauge galvanized sheets, $9.60 


quote 


Chicago: 
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per 100 lb.; 28 gauge black sheets, $9 per 
100 Ib. 

Solder.—Prices trend downward in 
solder. There is no actual break this 
week but the market is very easy and 
indications all point to still further, al- 
though small, recessions. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder, in full cases, 
29c. per lb.; less than case lots, 30c. per Ib. 


Stove Boards.—Stocks are low and 
new demands are difficult to fill. The 
sheet situation is curtailing output. The 
price trend is firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 24 
x 24, $13.65 per doz.; 26 x 26, $16.05 per doz.; 
28 x 28, $18.85 per doz.; 30 x 30, $21.30 per 
doz.: 23 x 33, $25.50 per doz.; 36 x 36, $30.50 
per doz. 

Stove Pipe.—Excellent indications of 
some relief from the long standing and 
acute shortage are noted. One of the 
large local jobbers will have all back 
orders filled within a week and will then 
offer small lots to the trade at an at- 
tractive price, to be announced in a 
few days. Generally there is a better 
supply of stove pipe and stove pipe 
sheets. Prices are not apt to change 
greatly this season, it is said. 

Screws.—Small sizes continue to be 
much wanted. High price levels are 
being maintained. 

Sporting Goods.—Rainy weather has 
brought a good movement of raincoats. 
Fire arms and ammunition, it is said, 
will not be lowered in price this season. 
Football demands are fairly well 
covered. 

Toys.—Splendid business in toys is 
noted. The retailer is ready for a big 
season with every indication he will not 
be disappointed. Manufacturers are 
trying to cut prices, but any reductions 
noted are of a small character and it is 
reported no more price changes are 
likely this season. 

Washing Machines.—Water power 
washers are in good demand and elec- 
tric cabinet machines are moving well. 
Good holiday business is in sight. 
Manufacturers seem agreed there can 
be no price reductions for some time to 
come. 

Wire Products.—Probably the most 
interesting announcement of the week 
is the offer of the leading Chicago job- 
ber to give March 1 dating on wire 
cloth and poultry netting shipped after 
Jan. 1. While prices stay unchanged 
this arrangement is sure to stimulate 
future sales, which have been satisfac- 
tory but not up to the usual volume. 
It seems to be the opinion of jobbers 
that the current prices will prevail all 
season. 





We quote from jobbers’ stocks, f.o.b. 
Chicago: 3lack painted wire cloth, 12 
mesh, $2.50 per 100 sq. ft. Orders will be 


accepted at this price to be shipped after 
Jan. 1 and to carry March 1 dating. Poul- 
try netting galvanized before weaving, 50 
per cent off; galvanized after weaving, 45 
per cent off. The above prices are for di- 
rect factory shipment after Jan. 1 and to 
earry March 1 dating. Poultry netting from 
iobbers’ stocks, no dating, galvanized be- 
fore weaving, 40-10 per cent off; galvanized 
after weaving 40 per cent off; 100-Ib. spool 
galvanized cattle wire, $4.35 per spool; 80- 


rod spool galvanized hog wire, $4.65 per 
snool: 100-lb. spool galvanized hog wire, 
$5.30 per 100 Ib.; No. 8 black annealed wire, 
$4.45 per 100 Ib.;: No. 8 galvanized plain 
wire, $5.15 per 100 Ib. 
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of HARDWARE AGE, 
Tremont Building, 
Boston, Nov. 13, 1920. 

NONTRARY to general expectations 

A there have been more price ad- 
vances announced this week by the 
manufacturers of various kinds of 
hardware than there have been reduc. 
tions. It is true that the advances, in 
a majority of instances, have been on 
relatively unimportant articles, yet the 
fact remains that advances have out- 
numbered declines, which in the minds 
of many is quite significant. Then, too, 
there remains a real scarcity of certain 
classes of hardware, both in the shelf 
and heavy fields, and the manufacturers 
of these things hold out little, if any, 
encouragement regarding supplies for 
two or three months at least. There 
are, of course, a number of things that 
are growing more plentiful and there- 
fore are easier to obtain, but the pro- 
portion of these to the total lines of 
hardware handled here is comparatively 
small. The situation, therefore, espe- 
cially as it relates to prices, is still 
governed by the laws of supply and 
demand, and there is every indication at 
the moment that the decline in the 
hardware market, when it does come, 
will not be a runaway affair. 

While the retail demand for hard- 
ware has fallen off during the past 
month or so the percentage of loss here 
is relatively unimportant when com- 
pared with the recession in consumptive 
buying in other lines of merchandise. 
Upon analysis it will be found that the 
average retail dealer really is doing 
better in a business way than he rea- 
lizes. His condition of business has by 
no means reached a point where he is 
discharging help as is the case in fac- 
tories and some of the larger retail dry 
goods stores. This point is clearly 
demonstrated in the volume of orders 
the retail trade is placing with the 
New England jobbing trade. To be 
sure, such buying is of a conservative 
nature, but in the aggregate it amounts 
to a great deal. Jobbing houses are 
getting goods more freely than they 
were two months or so ago, yet they 
are not by any means securing enough 
stock to fill all their orders. And _ be- 
cause they are inclined to go slow on 
reordering goods for the reason that 
they want to clean up as much as pos- 
sible prior to inventory taking, the 
chances are there will be a considerable 
carry-over into 1921 on unfilled 1920 
business. 

Much fault finding is going on in 
jobbing circles regarding goods re- 
turned by retail hardware dealers. It 
is claimed that this practice has grown 
materially of late, and it is intimated 
that certain jobbing houses, at least, 
are shortly announce that they will 
not accept returned goods unless the 
retail dealer is justified because of 
some error on the part of the jobber. 
Even in such instances the goods must 
be accompanied by a bill. Not all of 
the jobbers have intimated their inten- 
tions of taking such action, but senti- 


HARDWARE AGE 


BOSTON 


ment, generally speaking, is 
that way. 

Automobile Accessories.—The Mas- 
sachusetts registrar of motor vehicles 
has announced that beginning early in 
January automobilists will be required 
to use headlights of standard specifica- 
tions. The headlights must show a 
substantial object in the roadway 200 
feet distant from the machine, at a 
height of not more than 42 inches from 
the ground, requiring a light with what 
is known as apparent candle power of 
4800. This announcement should mean 
that hardware interests in Massachu- 
setts will increase their sales of head- 
light lenses. At least two of the manu- 
facturers of automobile jacks have an- 
nounced a reduction of all of 10 per 
cent in prices. The accessories market 
reflects the depression in the auto- 
mobile industry, business being very 
quiet. Hardware jobbers and retail 
concerns are trying to clean up on what 
stock they have on hand, and therefore 
are little interested in new purchases. 

Arbors.—Two of the largest manu- 
facturers of milling machine arbors 
have advanced prices approximately 10 
per cent, and jobbers in some instances 
have revised their quotations. 

Bolts and Nuts.—Manufacturers in a 
majority of cases hold out little en- 
couragement as to the supply of small 
bolts and nuts, their, contention being 
that they will be unable to catch up 
with orders on their books for several 
months. Local stocks of the larger 
sizes, on the other hand, are in excess 
of the demand, but so long as there is 
a shortage of the small sizes it is be- 
lieved that market quotations will re- 
main on an even keel. 

We 
bolts 
15 per cent; 
net; machine 
sizes, list plus 25 per cent; 
plus 30 per cent; common carriage bolts, all 
sizes, list plus 25 per cent; stove bolts. 
larger lots, 50 per cent; sme uller lots, 40 per 
cent; nuts, H. P. square blank and square 
tappe od, hex: aon blank and tapped, list plus 
5e.; C. P. C. & T. square blank and tapped, 
tapped and rn xagon, blank and tapped, list 
plus 6c.; extras of lec. to 5c. per Ib. are 
charged for less than keg lots. Semi-fin- 
ished hexagon nuts, 9/16-in. and smaller, 
20 per cent; %-in. and larger, 20 per cent; 
finished case hardened nuts, 20 per cent. 

Bottles.—Vacuum bottles of all kinds 
and makes continue to move out of job- 
bers’ hands in a satisfactory manner, 
and prices are reported as very firm. 
A scarcity of glass fillers has developed 
once more, and the manufacturers do 
not promise any relief for the balance 
of the year at least. The Stanley In- 
sulating Co. has placed on the market 
a1 qt. Ferrostat, nonbreakable, vacuum 
jug. 

We quote from jobbers’ 
bottle, brown steel case, 
quarts, $5.25 Corrugated 
$4.50; quarts, $6.75; smooth 
$5.00; quarts, $7.25. Discount 25 
per cent. Ferrostat pints, black 
$7.50; leather finish, $8; quarts, black 
ish, $10; 2-quarts, $15; quarts, leather 
ish, $11; 2-quarts, $16. Discount 30 


cent. 

Hot Water Bottles.—Palco, 
each list; No. 3, $4.50; discount, 
cent; Cello, Bostonia, 3 p 
net; Genuine, No. 200, $2.10; 
No. 300, $3.50. 


leaning 


Machine 
list plus 


quote from jobbers’ stocks: 
with H. P. nuts, all sizes, 
bolt ends with H. P. nuts, list 
bolts with C. & T. nuts, all 
tap bolts, list 


5 he rmos 
list; 


stocks: 
pints, $3.25 
nickel, pints, 
nickel, pint, 
and 10 
finish, 
fin- 
fin- 
per 


No. 2, §$3 
33 1/3 per 
$1.25 each 


No. 250, $2.45; 
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Jugs.—Ferrostat, 
per finish, $14 
count, 

Brass.—The wholesale prices on 
brass rods, wire, sheets and tubes has 
been reduced 1c. per lb. base. The de- 
mand for brass is only moderate but 
stocks are comparatively small and in- 
dications are they will continue so 
through 1920 at least. 


Butts and Hinges. — The Stanley 
Works, New Britain, Conn., has marked 
up prices on butts and hinges, the ad- 
vance averaging about 5 per cent. 

Cooking Ware, Glass.—If anything, 
the shortage of glass cooking ware is 
more pronounced, according to the job- 
bers. Almost without exception they 
say that never before in their memory 
has the demand for this class of mer- 
chandise been so great as it is to-day, 
and most of the trade attributes this 
fact to the growing inclination of peo- 
ple to include glassware in the list of 
possible gifts. The gift theory un- 
doubtedly is correct, yet it is a fact that 
a great majority of the housekeepers 
in this section of the country, once they 
use glass cooking ware, are “sold” on 
it, and are constantly increasing the 
number in use. 

We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 14%-qt., $1.25 each; 

$1.50 each. Pie plates, 90c. to $1 

Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. Ramekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 

Drills and Reamers.—The market for 
high speed drills appears to have been 
“shot to pieces” during the past two or 
three weeks, both manufacturers’ rep- 
resentatives and wholesale houses re- 
porting business as practically flat, the 
recent decline in prices having failed 
absolutely to stimulate consumption. 
The carbon drill situation is more en- 
couraging, the demand holding out re- 
markably well at unchanged prices. 
Most kinds of reamers are moving out 
of stock slowly, but there are enough 
varieties selling from day to day to 
keep interest alive. Two of the lead- 
ing manufacturers of three groove 
reamers recently advanced prices 10 
per cent. 

We quote from jobbers’ stocks: Carbon 
drills, sizes up to 1% in., straight shank, 
40 per cent discount; bit stock drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countersinks combined, 
list; ratchet drills, list; wood boring brace 
drills, 40 per cent discount; high speed 
drills, price on application; all other kinds, 
10 per cent discount. 

Electrical Goods.—The unseasonable 
warm weather has caused a pronounced 
drop in the demand for heaters, but the 
market for electrical goods otherwise 
is active, and prices hold strong. Per- 
colators and toasters are going well, 
and some of the jobbers say that sales 
of irons are running well in excess. of 
all previous records for this time of 
the year. 

We quote from jobbers’ stocks: Irons, 
Hotpoint, 30 per cent discount; Domanco, 

ach; Sheldon, $4.55 each; Universal, 
2021, $8 list; No. 901, $10; No. 9051, 
No. 905, $8.50; discount, 25 and 10 


1 qt., No. 404, Verde cop- 
each, less 30 per cent dis- 


Heaters. —Hotpoint, 30 per cent discount; 
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Universal, No. 9952; sunburst type, $12.50 
list; discount, 25 and 10 per cent. 
Percolators.—Coffee, Universal, No. 9166, 
$28.50 each; No. 9169, $31 each; discount, 25 
and 10 per cent; discontinued patterns, 
$18.50 each list and higher. 
Toasters.—Universal, No. 946, $8.50 list; 
No. 945, $9.75 list each; discount, 25 and 10 


per cent. 
Grills.—-Universal, No. 984, $15 list each; 
No. 982, $12.50; discount 25 and 10 per cent. 
Heat Pads.—Universal, No. 9940, $13.50 
list each; discount, 25 and 10 per cent. 
Curling trons.—Universal, with comb, No. 
99011, $8 list each; discount, 25 and 10 per 
cent. 
Ranges.—-Two 
oven, No, 9688, 
and 10 per cent. 


grill and 


discount, 25 


with 
each; 


burner, 
$38.50 


Galvanized Ware.—Little new can be 
said about this branch of the hardware 
business. The demand for ash sifters, 
coal hods and garbage cans is all that 
can be expected, but pails, tubs, etc., 
are not, moving especially well. 

We quote from jobbers’ 

Ash Cans.—Galvanized, 
17 x 26 in., $4.40 each; 
each. 

Coal Hods.—Japanned, 
15-in., $4.80 per doz.; 16-in., $5.15; 17-in.. 
$5.73; galvanized, with wood handles, 15- 
in., $7.30 per doz.; 16-in., $8.08; 17-in., $8.71; 

$9.50. 
Kight-quart, $4.64 per doz.; 10-qt., 
12-qt., $5.76; 14-qt., $6.48; heavier 
pails, 40 Ib. to the dozen, $8.44; 50 Ib. to the 
dozen, $10.88. 

Tubs.—Galvanized, No. $24.38 
doz.; No. 300, $27.20 

Garbage Cans.— Galvanized, No. 1, 
per doz.; No. 2, $1.76; No. 4, $1.34. 


Hammers.—One of the popular lines 
of hammers has been marked down ap- 
proximately 15 per cent. Local sales 
of hammers so far this year have been 
disappointing, due it is believed, to the 
fact that building operations have been 
more or less restricted. The hardware 
trade anticipates that the new price 
list will stimulate business. 

Heaters.—Interest in oil heaters cen- 
ters in the retail market, jobbing 
houses either having delivered all stock 
on order or are about ready to do so. 
The retail sales of late have not been 
especially good, owing to weather con- 
ditions, but insofar as we have been 
able to learn nobody is over-stocked 
and the chances are that the trade will 
“clean up” before inventories are taken. 

We quote from jobbers’ 
Perfect heaters, No. 15, 


mings with steel reservoir, 
No. 016, 


stocks: 
with three stays, 
18 x 26 in., $6.30 


with wood handle, 


200, per 


$2.46 


stocks: Nesco 


japanned trim- 
$5.18 net each; 
nickeled trimmings with steel res- 
ervoir, $6.37; No. 1600, pe keled trimmings 
with brass reservoir, $7.2 

Horseshoes.—The et for horse- 
shoes is seasonable, and a considerable 
reduction in local supplies has _ been 
made during the past month or so. The 
Champion Horseshoe Co., Pawtucket, 
R. I., has announced a 10 per cent re- 
duction in wages, the management 
deeming it better to keep its organiza- 
tion intact, and give the employees 
work, rather than close for an indefinite 
period as many manufacturing con- 
cerns in New England have been 
obliged to do of late. It is believed 
here that the course taken by the 
Champion Horseshoe Co. will be fol- 
lowed by the other producers, and they 
eventually will announce a reduction in 
selling prices. 

We quote from jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7.50 per keg base 
tase prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 
base price is $7.25 per 100-lb. keg. No 
freight is allowed on store shipments. 


Fancy Shoes.—Side weights, $12.50 per 
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keg; track side weights, $12.75; toe weights, 
$11.25; steel shoe 28, $9.75; toe creased, $8.25; 
side wear, $10.25; caulked, $9.75; extra light 
caulked, $10.75; iron countersunk, $8.75; 
steel countersunk, $10.50; tips, $9.75; light 
driving, $9.75; featherweights, $9.75; mule, 
$8.50; all assorted shoes, 50c. per keg extra. 

Welded Toe Caulks.—Dull, $2.25 per box; 
sharp, $2.50; blunt heel, $2.50; sharp heel, 
2.75. 

Iron and Steel.—Local jobbers say 
that there is more shopping going on in 
iron and steel than there has been be- 
fore in many months. The consuming 
trade evidently is of the opinion that 
supplies are now ample for all require- 
ments, and therefore is inclined to look 
for weak spots. In some quarters it is 
intimated that there is a possibility of 
iron prices being reduced before long. 
The general opinion is that steel has 
reached, at least, a temporary resting 
place. 

lron.—Refined, except as below, 
base; % and 9/16-in. round ane square, 
2%-in. round and square, 5 7/16-in. 
round and square and smaller $7.50. over 
6-in. wide, $7. Best refined, $7; same ex- 
tras over base for small sizes as refined. 
Wayne, $9.50. Band iron, $8; hoop, $9; 
Norway, $20. 

Steel.—Soft 


$5 100 Ib. 


steel bars, except as below, 
$5 per 100 lb. base; %-in. to 9/16-in. round 
and square, &- 50; 5/16-in. and smaller, 
$7.50; flat $6: concrete bars, plain, $5 
twisted, 5; angles, channels and beams, 
$4.50; tire steel, $6 to $6.50; open-hearth 
spring steel, $10; crucible spring steel, $15; 
bands, $8; hoops, $9; cold rolled steel, $8 
to $10; toe caulk steel, $7.50. 

Lunch Kits.—Jobbing interests re- 
port an unsually good demand for 
lunch kits of all kinds. Universal kits 
are scarce, but apparently there are 
enough of other makes to supply all re- 
quirements. 

Mandrels.—Following the announce- 
ment last week that one of the leading 
makers of expanding mandrels has 
issued a new list that shows a general 
reduction of approximately 25 per cent 
in price, another leading manufacturer 
announces an advance of five points in 
common mandrels. It is believed here 
that the readjustment on quotations of 
mandrels has been sufficient to warrant 
the belief that the market has reached 
a resting point temporarily at least. 
is- 


Netting.—New prices have been 
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sued by the jobbing trade on galvanized 
cellar window netting. 

We Galvan- 
hardware 
ft.; 24 to 


quote stocks: 
ized cellar 
grades, 12 to 
iS-in., 6c. 


from jobbers’ 
window netting, 
24-in., per sq 
per sq. ft. 
Sleds.—Some of the hardware job- 
bers this week received car lots of sleds 
from the manufacturers, and _ these 
were applied to retail back orders at 
once, consequently the market is again 
bare of stock. The jobbers are not tak- 
ing on new business owing to the fact 
that they are unable to get additional 
1920 goods from the manufacturers. 


We 
Fliers, 
$4.34; 
Junior 
jobbers’ 
line. 


Toys.—Orders for toys continue to 
accumulate in jobbers’ hands, they be- 
ing received much faster than are goods 
from manufacturers. There is every 
indication that more toys are going into 
consumption for the Christmas trade 
than ever before in the history of do- 
mestic products. Foreign toys have 
made their appearance on this market 
but the retail trade is sticking pretty 
closely to American made products, the 
claim being that customers are not 
satisfied with anything else. 

We 
> 


6\4c. 


quote from jobbers’ stocks Fle xible 
No. 1, $2.84 each; No » $3.34; No. 3, 
No. 4, $4.67; No. 5, $6.34; tacer, $4.50: 
Racer, $3.67. The discount from 
stocks is 40 per cent on the Paris 


quote from jobbers’ stocks: Erectors, 
$1.34 each; No. 2. $2.45; No. 3, $3.67; 
” $7; No $10; amateur wireless sets, 
No. “4004, $5.25; No. 4005, $10.50; soldering 
outfits, $1 each; better outfits, $2; ner 
and toy maker, No. 8001, $1 each; 8002, 
$1. 67. 
Motors.—No 

ies). $1.05 each; 
$3.10; No. P58 


desig 


No 


P52 terminal batter- 


No. P54 (reverse motor), 
(four terminal batteries), 
$1.58; No. P60C (transformer), $5.25 

Tool Chests.—No. 705, $2.45 each; 
3.50; No. 715, $5.25. The other 
range in price from $7 to $35 each 

Washing Machines.—Landers, Frary 
& Clark, New Britain, Conn., recently 
announced that the price for the new 
washing machine was $225, less 25 and 
10 per cent. The company this week, 
however, has revised this price, making 
it $195, less 30 per cent discount. At 
the same time it announces that the 
price for its new vacuum cleaner is 
$39.50, 30 per cent discount. 


(two 


No. 714, 
numbers 


less 


PITTSBURGH 


Office of 
Bidg., Pitts 
pox ‘E tendencies in hardware still 

are downward, and this fact tends 
toward conservatism on the part of the 
trade in regard to purchases. Haying 
tools for next season show an advance 
of about 30 per cent, as compared with 
the initial prices for 1920. Tarred roof- 
ing paper is also higher. Orders for 
spring lines still are showing a ten- 
dency toward expansion, but at the same 
time there is no wild scramble on the 
part of distributors to cover all of their 
requirements at this time, probably be 
cause of the possibility of price revi- 
sions later. Some of the trade note 
that orders for spring delivery in lawn 
mowers are larger than they have been 
recently, but the more general report 
is that the tendency to defer purchases 
still is quite pronounced. Perhaps the 
greatest and most nearly normal ac- 
tivity in spring lines is in poultry net- 
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Park burgh, Nov, 15. 


ting and wire cloth. In a broad way it 
must be said that the volume of busi- 
ness in gardening ‘and farming tools is 
rather disappointing. In the latter this 
is hardly surprising, in view of the de- 
cline in the prices of farm products. 
Those products into which cotton 
enter still are on the slide in price, and 
this also is true of the products having 
a lead Weakness of the copper 
metal market is finding reflection in the 
price of the products of that metal. 
Although no change yet has taken place 
in stove pipe, it is very likely that an 
advance soon will have to be made be- 
cause the railroads have announced that 
they will not accept shipments except 
in boxes and crates, and this entails an 
expense which was not figured in selling 
prices. It is barely possible that the 
advance will not be to the full extent 
of the extra cost to shippers. Com- 
plaints about deliveries no longer are 
numerous, and the pinch in the supply 


base. 
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of practically everything has _ been 
greatly relieved. Axes still are hard to 
obtain, as the makers are months be- 
hind in their deliveries, and are no 
more anxious for business now than 
they have been for some time past. 
Aluminum Ware.—Deliveries are im- 
proving slightly, but distributors gen- 
erally are still far short of having what 
might be considered even approximately 
a normal supply. Expectations are 
strong that in keeping with the decline 
in aluminum metal lower prices are 
not far off in manufactured products. 


Automobile Accessories.—The Empire 
Tire & Rubber Co. has followed the 
recent reduction in automobile tires, as 
was recently announced by the United 
States Rubber Co. Not a great deal of 
change has yet taken place in acces- 
sories, at least not of chains and 
wrenches. Supplies of all lines are 
quite ample for the demand, with the 
possible exception of anti-skid chains. 
Rees automobile jacks, effective Nov. 
15, are reduced $1 each. 

Axes.—Difficulty is still experienced 
in supplying the demand because manu- 
facturers are several months behind 
their orders, and in spite of the easier 
situation in raw material, have not been 
able to materially reduce their obliga- 
tions. Lower prices are expected later 
on, but the present attitude of makers 
is to hold firmly to the old quotation 
pending the completion of the orders on 
their books. 

We quote from jobbers’ stocks: 
bit, base weight axes at $18 doz.; double 
bit, base weight axes, $23 doz.; Sager 
single bit axes, $25 doz.; Hiawatha boys’ 
handled axes, $15.50 doz 

Bars.—The situation continues to 
grow easier and while as high as 4.50c. 
per lb. for the base sizes still is being 
obtained, this price is both maximum 
and extreme. Generally 4.15c. is top, 
and even that figure is being shaded by 
steel] manufacturers who operate ware- 
houses. All jobbers are getting better 
deliveries, and not a little of the ton- 
nage now moving to them is on orders 
placed well below what the mills now 
are quoting. Demands upon the job- 
bers are fairly good, but the expecta- 
tion of a decline is so general that 
buyers are making frequent small pur- 
chases rather than infrequent large 
ones. Increase in the supply of steel 
bars has lessened the demand for iroh 
bars as a substitute, and makes for an 
easier market in that class of material. 

We quote from warehouses, steel 
3.10c. to 4.50c. per lb. for the base sizes, 


with the usual mill differentials for other 
sizes; iron bars, 5c. to 6c. per Ib., base 


Bicycles and Velocipedes.—Demand 
is extremely slow, but there has been 
no change in manufacturers’ price 
schedules as yet. 

Bolts, Nuts and Rivets.—Continued 
scarcity of small bolts is observed, due 
to the difficulty which manufacturers 
are experiencing in obtaining supplies 
of drawn wire. The situation, however, 
is decidedly easier in large bolts, on 
which makers now are offering to take 
business for delivery as early as two 
to three weeks, in some sizes. This is 
a reflection of a better supply of steel 


Single 


bars 
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bars. The situation seems to be getting 
easier in rivets, because a number of 
consumers, notably the shipbuilders, 
have surplus supplies which they are 
offering for resale. In general it must 
be said that production of bolts, nuts 
and rivets is larger than it was a short 
time ago, and with shipments against 
old contracts increasing accordingly 
new demands are few and small. 

We quote from jobbers’ stocks: Rivets, 
%-in. and larger, keg lots, $6 to $6.25 base; 
small sizes, 25 to 30 per cent off list; car- 
riage bolts, % x 6 in. and smaller, 20 to 25 
per cent off list; larger and longer, 7% to 10 
per cent off list; machine bolts, x 4 in. 
and smaller, 25 to 30 per cent off list; larger 
and longer, 15 to 20 per cent off list; stove 
Nos. 1, 2 and 3 heads, 10 per cent off list; 
tire bolts, Bay State, 45 per cent off list; 
Eagle, 25 to 30 per cent off list; plow bolts, 
Nos. 1, 2 and 3 heads, 10 per cent off list; 
other style heads, list; track bolts, 9.25c. 
base; lag screws, 35 to 40 per cent off list; 
nuts, hot-pressed, list plus $2 to $3; cold 
punched, list plus $4 to $5; semi-finished, 
54-in. and larger. 35 to 40 per cent off list; 
9/16 in. and under, 45 to 50 per cent off 
list. 

Brushes.—The market is extremely 
firm, and since indications do not en- 
courage expectations that factory out- 
puts will be anywhere nearly normal 
until more settled conditions exist in 
Russia, the chief source of bristle sup- 
ply, requirements for next spring are 
being placed with manufacturers for 
delivery at their convenience. Supplies 
which hardly can be moved before next 
spring are being taken in readily by 
jobbers. A number of kinds have been 
temporarily discontinued pending a 
clearing up in the bristle situation, the 
latest discontinuance being in stucco 
steel-bound brushes. 


Copper Rivets and Burrs.—The situa- 
tion is easier, in keeping with the weak- 
ness in copper metals. 

Cotton Twine.—There has been an- 
other drop in prices, this time of 5c. 
per lb., making a total reduction from 
the peak prices of about 30c. per Ib. 
The reason is obvious—the break in the 
cotton market. 

Chain.—There has been no change in 
the price schedules of domestic manu- 
facturers, but it is noted that New 
York importers now are offering ma- 
chine and halter chain made abroad, 
presumably in Berlin. 

Cutlery.—Deliveries against orders 
are somewhat improved, but supplies, 
notably of shears and scissors, still are 
insufficient for requirements. 

Cut Nails.—The recent reduction in 
base prices, it now appears, was made 
possible through the adoption by most 
of the manufacturers of the wire nail 
classifications of extras over the base 
sizes. The lower base prices, conse- 
quently, do not mean any appreciable 
decline in the costs to jobbers, as the 
new extras more than offset the lower 
base prices. 

Enameled Kitchen Ware.—Although 
talk has been heard in some directions 
of a possible advance as of Jan. 1, there 
appears to be no foundation for such 
a development, not only because ad- 
vances are unpopular at present, but 
because manufacturers’ orders are no- 
where nearly as heavy now as they were 
a short time ago, and there has been a 
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considerable decline in raw material 


costs. 


Guns and Rifles.—Three of the prin- 
cipal manufacturers have sent out an- 
nouncements that there would be no de- 
cline in prices in 1921, and they are 
soliciting orders for delivery next year 
on the present basis of prices. 


Haying Tools.—Because of the con- 
tinued high costs of small malleable 
castings, prices for next season are 
higher, averaging about 30 per cent 
over the initial prices of last year. 


Lawn Mowers.—Although orders for 
spring delivery are larger than they 
were recently, there is no evidence of a 
scramble to be covered, presumably be- 
cause of a possibility of a downward 
revision in prices a little later on. 


Poultry Netting and Wire Cloth.— 
Good demand was observed from the 
agricultural districts, which is probably 
explained in part by the fact that the 
farmers do not want to experience a 
repetition of last spring’s conditions, 
when they were able to obtain only a 
portion of their requirements. 


Rope.—A revision of prices on both 
sisal and Manila rope has brought about 
slightly lower prices than has recently 
prevailed. 


Roofing Paper.—An advance of 15c. 
per roll has just been announced in 
tarred roofing paper. Rubberized roof- 
ing material is unchanged. 

Stove Pipe.—Higher prices appear 
immediately in prospect as the result 
of an announcement of the railroads of 
their intention hereafter to refuse to 
accept shipments of made up or riveted 
pipe except boxed or crated. 


Sheets.—A cut of 50c. per 100-lb. has 
been made by jobbers in this district 
in practically all grades, due to the fact 
that shipments are heavier against old 
and low-priced orders, and new ton- 
nages can be placed with independent 
mills at much below the prices of a few 
weeks ago. 


We quote from warehouse: One pass 
cold-rolled black sheets, 7.50c. to 7.60c. per 
lb. base, Pittsburgh; galvanized, 9c. to 
9.10c. base; blue annealed, 6c. to 6.25c. 
base; 24%-in. corrugated galvanized sheets, 
7.55¢c. to 7.65c. per square. 


Tin Plate.—No further change is ob- 
served in prices, but the supply situa- 
tion steadily is growing easier and job- 
bers seeking early tonnages no longer 
have to climb to the recent price levels 
to obtain them. 


We quote from warehouse: Standard coke 
tin plate, $10.50 to $11 per base box; roof- 
ing ternes, 20 x 28 in., 40-lb., i.e., $28 to 
$28.50. 

Wire Products.—Sentimentally, at 
least, the market in common wire 
products is easier than it has been at 
any other time this year, although ac- 
tually the supply of nails is much below 
that normally carried by distributors. 
Local jobbers lately have not been get- 
ting very large shipments, but demands 
upon them from outside points are 
smaller, and it is noted that the inde- 
pendent manufacturers are beginning 
to reach the low-priced orders which 
they could not touch a short time ago 
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on account of high producing costs. 
No ¢hange has taken place in mill quo- 
tations, but the general expectation is 
that between now and next spring there 
will be a considerable modification of 
the prices of the independent mills, as 
their order books are beginning to get 
slim and they are likely to soon be seek- 
ing new business. 
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We quote from jobbers’ stocks: Wire 
nails, $4 to $5 base per keg; annealed wire, 
base sizes, $4 to $4.50 per 100 lb.; galvan- 
ized wire, $4.70 to $4.95; galvanized barbed 
wire, $4.90 to $5.10: wire brads, 50 to 66% 
per cent off list; woven wire fencing, out of 
stock, 50 per cent off list. 


Tacks.—The Atlas Tack Corp., which 
a few weeks ago announced an advance 
of 20 per cent, held to that advance 
only about a week and then withdrew it. 


TWIN CITIES 


St. PAUL AND MINNEAPOLIS, 
November 9, 1920. 

USINESS continues practically the 

same as at last report. 

Prices remain firm on practically all 
items, although some jobbers are dis- 
posing of such items as they have an 
overstock on at prices less than reg- 
ular. 


Automobile Accessories.—Sales are 
very light, in line with other general 
business conditions. 


Builders’ Hardware.—Sales are grad- 
ually declining as work under way is 
being completed. In spite of reduced 
prices on lumber no new building work 
has been started. This condition is due 
in a great measure to the season. 


Axes.—Sales are fair. Jobbers’ stocks 
are plentiful and prices remain high. 
No price changes. 


We quote from jobbers’ stocks: 
bit, base weights, $16.50 per doz.; 
bit, base weights, $21.50 per doz. 


Ash Sifters.—Sales of sifters are not 
as brisk as usual during this time of 
the year, due, of course, to general let- 
up in buying. No price changes re- 
ported. 


We quote from local jobbers’ 
Wood square, $4.50 doz: metallfc 
$4.75 doz.; wood barrel, $15 doz. 


Bale Ties.—Sales are not very heavy, 
although they have been practically off 
the market until six weeks ago. Job- 
bers’ stocks are very small. No price 
changes reported. 


We quote from local jobbers’ 
50 per cent from Standard lists. 

Bolts.—Stocks are in better shape 
than for some time past. This is no 
doubt because demand is less, permit- 
ting jobbers’ stocks to accumulate. No 
price changes reported. 

We quote from_ local 
Small carriage bolts, 10 per cent; large 
carriage bolts, 5 per cent; small machine 
bolts, 20 per cent; large machine bo'!ts, 10 
per cent; stove bolts, 50-5 per cent; lag 
screws, 30 per cent; plow bolts, 20 per 
cent. 

Coal Hods.—Sales have been only 
fair, although they should be brisk at 
this time of the year. Weather has 
been very unseasonable for this class 
of goods. No price change reported. 

We quote from stocks: 
Japanned 17-in., open, doz.; 
japanned 18-in., open, doz. ; 
japanned funnel, 17 in., $6.55 per doz.; 
japanned funnel, 18-in., $7.20 per doz.; 
ralvanized, open, 17-in., $8 per doz.; galvan- 
ized, open, 18-in. $8.75 per doz.; galvanized 
funnel, 17-in., $9.99 per doz.; galvanized 
funnel, 18-in., $11.70 per doz, 

Eaves Trough Conductor Pipe and 
Elbows.—Sales are slowing up as the 
season is practically at its close. Job- 
bers’ stocks are in good shape. No 
price changes reported. 

We 


Single 
Double 


stocks: 
round, 


stocks: 


jobbers’ stocks: 


jobbers’ 
$5.20 per 
$5.50 per 


local 


quote from local jobbers’ sto¢ ks: 


Eaves trough, 28-ga., 5-in. lap joint single 
bead, $9.50 per 100 ft.; conductor pipe, 28- 
ga., 3-in. corrugated, $9 per 100 ft.; elbows, 
3-in., corrugated, $2.16 per doz. 


Files.—Jobbers’ stocks are in good 
condition. Sales are fair but naturally 
lighter than during the early fall. No 
price changes reported. 


We quote from local jobbers’ stocks: 
Nicholson files at 45-5 per cent; Riverside 
files at 50-10 per cent; Arcade files at 50 
per cent from standard lists. 

Galvanized Ware.—Sales are on a 

p hy r 
par with general conditions. Jobbers 
stocks are in good shape. Prices re- 
main same as last quoted, nevertheless 
some jobbers are shading prices on 
such items as they have a large stock 
of. 

We quote from local jobbers’ stocks 
Standard No. 1 galvanized tubs. $12 per 
doz.; standard No. 2 galvanized tubs, $13.50 
per doz.; standard No. 3 galvanized tubs, 
$15.75 per doz.; heavy No. 1 galvanized tubs, 
$20.50 per doz.: heavy No. 2 galvanized tubs, 
$22 ner doz.: heavy No. 3 galvanized tubs, 
$23.50 per doz.; standard 10-qt. galvanized 
pails, $4.20 per doz.; standard 12-qt. gal- 
vanized pails, $4.60 per doz.; standard 14- 
qt. galvanized pails. $520 per doz.; stock 
16-qt. galvanized pails, $7.80 per doz.; stock 
18-qt. galvanized pails, $9.15 per doz. 

Glass and Putty—Sales on both 
items have been very active, in fact 
the most active of anything in a hard- 
ware store at the present time. No 
price changes. 

We quote from local jobbers’ stocks: 
Single strength “A” grade glass, 76 per 
cent double strength “A” grade glass, 78 
per cent. Commercial putty in bladders, 
$5.15 per ewt. 

Lanterns.—Sales have been 
good. Jobbers report stocks in 
shape with a shortage anticipated. 


We quote from local 
Tubular Lone Globe or Short Globe, 
ner doz.: Tubular Dash. $17.60 per 
Dietz Cold Blast No. 2 $14.25 per doz 

Nails.—There is still a serious short- 
age of nails, and very little improve- 
ment except in coated nails. Most job- 
bers have a fair stock of coated nails, 
although sizes are badly broken. No 
price changes reported. 

We quote from loca! jobbers’ 
Standard wire nails, $1.85 keg base; 
nails, $5.50 to $7 per keg 

Paper.—Stocks of building paper are 
now in good condition so that practi- 
cally all sizes and grades are obtain- 
able. One manufacturer has just sent 
out a notice of a decline in tarred felt. 
This price has not yet been put in effect 
by any jobber but will be reported as 
soon as out. 

We 
Rarret’s 
Rarret’s 
per roll; 
2} red rosin, 
$1.20 per roll; 
roll 


Registers.—Sales have not been very 
active, especially considering the fact 
that this should be a busy season in 


very 
fair 


stocks: 
$13 
doz.; 


jobbers’ 


stocks: 
coated 


f.o.b.: 
per cwt.; 
rolls, $2.49 
per roll; No 
25 red rosin, 
$1.45 per 


from jobher stocks 
No. 2 tarred felt, $5.05 
threaded felt 
Slater’ felt 
97¢. per roll: 
No. 30 red 


quote 


No 
rosin, 
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this line. The weather is a factor in 
this condition as is also the slackness 
of building. No price change since last 
report. 

. We quote from local jobbers’ 
<0 per cent from standard lists. 

Rope.—Sales remain normal. Job- 
bers’ stocks appear to be plentiful. No 
price change since last report. 

We quote from local jobbers’ 
Columbian mani'a rope at 29e¢. Ib 
Columbian sisal at 20c. Ib. base. 
Sandpaper.—F actories are now mak- 
ing prompt shipment of sandpaper and 
emery cloth. Jobbers’ stocks are in 
good condition. No price change re- 
ported. 

We quote from 
Best grade, No. 1, per ream, $7.20 
grade, No, 1, per ream, $6.50. , 

Sash Cord.—Sales are slow in line 
with general building conditions. Stocks 
are plentiful. Some manufacturers 
have made reductions in price for later 
delivery, but jobbers have not put this 
into effect as yet. No price changes. 
_ We quote from local jobbers’ stocks: 
Solid cotton sash cord No. 8. $1.17 per 
Ib.; cheaper grade sash cord, 88c. per Ib. 

Sash Weights.—Sales are slow in line 
with general inactivity in the building 
business. No price changes have been 
made for some time. 

We quote 
$4.00 per cwt. 

Screws.—Deliveries show scarcely 
any Improvement as factories are un- 
able to work more than 50 per cent 
due to scarcity of the raw materials 
necessary. This shortage is not espe- 
cially serious now because of general 
slowing up in all lines, so that the de- 
mand is not very urgent. No price 
changes reported. 

_We quote from jobbers’ stocks: 
Flat-head bright screws, 70 per cent 
round-head bright screws, 65 per cent: flat- 
head japanned screws, 60 per ce nt: flat- 
head brass screws, 55 per cent: round-head 
brass screws, 55 per cent: iron 


screws, 60 per cent; brass machine 
40 per cent. 


stocks: 


stocks: 
base; 


local jobb 


stocks: 
second 


from local jobbers’ stocks: 


local 


machine 
screws, 
Lal ¢ , “ 
Solder.—Sales are very slow, due, no 
doubt, to the mild weather and general 
business decline. No change since last 
report 
We quote from local 
half-and-half, 3le. Tb. 
Steel Sheets.—Sales are not as ac- 
tive, consequently stocks are gradually 
getting into better. shape. There has 
been a decline of $1 per cwt. since last 
report. 


jobbers’ stocks: 


We 
Black 
sheets, 


quote from 
sheets $2 90 
$10.60 base. 


Sales 


local 


base, 


jobbers’ stocl 


and galvanized 


Steel Traps. 
season is now well 
tocks are in fair 
change since last report. 

from local obber 


We 0 nK 
Victor $171 per doz.: Victor No. 1 


$2.01 per doz Victor No, 1%, $3.05 doz.: 
Victor No. 2 $4.21 1 


the 
Jobbers’ 


No price 


are good as 
started. 


shape. 


quote 


No. 0 


Newhouse No. 
0, $4.75 per doz.; New use No. 1. $5.62 per 


Newhouse >} 1 $8.50 doz.; New- 


No. 2, $12.56 per doz 


doz.; 
house 
Stove Boards and Stove Pipe.—Sales 
have been very good and will no doubt 
continue so for the next few weeks. 
Stocks are in good condition now as 
jobbers have recently received some 
good shipments. No price changes. 
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We 


quote from local jobbers’ stocks: 
Stove y 


boards, crystalized, 28 x 28, $18.85 
doz.; 30 x 30. $21.20 per doz.; 36 x 36, $30.50 
per doz.; stove pipe, uniform blued, 25-ga., 
6-in., 28c. per joint. 


Tin Plate.—Stocks are in fair condi- 
tion. Price on sheet tin remains up 
despite the drop in price of pig iron. 
No price changes. 
stocks: 


per box; 
coating, 


jobbers’ 
$19 
8-lb. 


local 
x 28, 
28, 


We 
Furnace 
roofing 
$18.50. 

Weatherstrip.—Sales are just begin- 
ning on this item, and will become bet- 


quote from 
coke, ICL, 20 
tin, IC, 20 x 


SEAT 


Seattle, Nov. 2. 


Wash., 
| EPORTS by the leading Seattle job- 

bers and retailers of hardware are 
that the present volume of business is 
only fair, and as one large jobber puts 
it, “business might be better, and it 
might be a whole lot worse.” The fall- 
ing off in the ship yard trade, also the 
high prices ruling for lumber, which 
have cut down building operations to 
some extent, have both had their effect 
in reducing the amount of business 
being done by the hardware trade. In 
addition to this, there is a feeling on 
the part of both jobbers and retailers, 
also by the consumers, that prices may 
be lower, and this is restricting new 
buying all around to considerable ex- 
tent. As yet there has not been any 
material decline in hardware prices 
here, in fact on most lines, there have 
been no changes in prices, but it is 
believed that after the first of the year, 
there will be lower prices on many of 
the goods handled by the hardware 
trade. 

The new demand for’ seasonable 
goods such as electrical articles, these 
including percolators, electrical heaters, 
cutlery, silverware, also athletic goods, 
and also washing machines, vacuum 
sweepers and other similar goods, has 
been quite active, and sales of these 
goods this year, promise to be larger 
than last year. Prices are being well 
maintained, and dealers look for a slow 
but gradual change to lower values in 
hardware, this to be in line with the 
lower prices now ruling in many other 
lines of goods. Stocks are being re- 
duced to some extent by practically all 
the dealers in anticipation of this 
change. 

Automobile Accessories.—It is 
claimed, and it is probably true, that 
there are more automobiles in Seattle, 
than in any other city of its size in the 
whole country. This is due to two rea- 
sons, first on account of the fine roads 
in this part of Washington, and also 
because of the fact that there are many 
concerns in Seattle whose business it 
is to sell cars on a small cash payment, 
the balance to be paid in small monthly 
payments with interest. This allows a 
man with only a little cash to own a 
car, and there are more cars driven by 
working men in Seattle, than probably 
in any other city. This all tends to a 
large business in automobile acces- 
sories, and this is one of the most im- 
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ter as the season advances. Stocks are 
in good shape. 

We 
5% -in. 
100 ft.; 

Wire.—Shortage of black annealed 
and galvanized wire shows some im- 
provement but stocks are badly broken. 
However, there is now a lessened de- 
mand and stocks will undoubtedly be in 
fair shape when spring business opens 
up. 

We 
Black 
galvanized 


rmwrTy a | 

TLE 

portant, and also one of the most prof- 
itable lines, handled by the hardware 
trade. Prices are well maintained on 
all standard accessories, but there are 
a lot of concerns here that handle the 
cheaper accessories, and on these goods 
prices have been cut to some extent. 
Tires are going to be lower in price, 
the United States Rubber Co. having 
just made announcement of a cut in 
prices of its tires, but the exact amount 
of the cut has not been given out at 
this writing. The other large tire con- 
cerns will likely take the same action 
in the near future. 

Axes.—Owing to the large falling off 
in the lumber trade, and the closing of 
some logging camps until the demand 
gets better, the new business in axes is 
not as heavy as some time ago. Prices 
are hold fairly firm. Jobbers quote 
double bitted unhandled axes of stand- 
ard makes at $26 per dozen, and single 
bitted, unhandled, at $22.00 per dozen. 

Builders’ Hardware.—There is a fair 
amount of new building going on in 
Seattle, but it is confined mostly to 
small buildings, for which prices do not 
run very high. The largest single build- 
ing now under way in Seattle is a 10- 
steel and brick building being erected 
on Third Avenue by the Pacific Tele- 
graph & Telephone Co., a branch of the 
Bell system, and the contract for the 
hardware for this structure is likely 
to be let in a short time. The same 
concern is’ erecting several other 
smaller structures in Seattle to be used 
as telephone exchanges, and in which 
the automatic system will be used, this 
doing away with the operators. Many 
new bungalows are being built, and in 
these more or less hardware is used, 
so that the demand for builders’ hard- 
ware is holding up quite well. 

Chain.—A very large amount of log- 
ging and boom chain is used in this 
part of the country, but the demand 
for this is showing some falling off, due 
to the decline in the lumber trade. 
Dredge chain is also largely used, and 
the new demand for this is quite active. 
Prices on the regular lines of chain are 
holding quite firm, but some in the 
trade are looking for lower prices, prob- 
ably to come late this year or early in 
the new year. 

Bars.—The new demand for steel 
bars has not been very active here for 
some time, due largely to the falling 
off in the ship yard trade. Most of the 


local jobbers’ 


quote from 
and felt, $2.25 


and %-in. wood 


local jobbers’ 
No. 9, $4.85 
$5.55 cwt 


quote from 
annealed wire, 
annealed wire, 


cwt.; 


stocks: 
per 
1-in. wood and felt, $3.40 per 100 ft. 


stocks: 
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ship yards here have large stocks on 
hand that are being sold out to the 
trade as the chance offers, and at prices 
lower than the jobbers are asking. In 
a general way jobbers are quoting 
standard steel bars at about 5.50 cents 
at store, but sales have been made by 
other interests at lower prices. 


Nuts, Bolts and Rivets.—The new 
demand for these goods is only fairly 
active but prices are firm. There has 
been a falling off in the consumption 
of nuts, bolts and rivets, due to the al- 
most complete shut down of the local 
ship yards, these having been large 
consumers in the past, especially dur- 
ing the war. Jobbers quote small car- 
riage bolts at list, plus 10 per cent, and 
large, at list plus 15 per cent. Small 
machine bolts with square nuts are list, 
plus 5 per cent and large, are list plus 
10 per cent. 

Sheets.—The new demand for sheets 
of all grades is quiet, both sellers and 
consumers looking for lower prices. 
In fact, some of the Eastern sheet 
mills have already made slight reduc- 
tions in prices, and are quoting lower 
figures in this market. Jobbers are 
quoting from store as follows: No. 28 
gauge black sheets at 12.55 cents base, 
No. 28 gauge, galvanized 12.00 cents, 
base, and Nos. 8 and 9 gauges of blue 
annealed sheets at 8.70 cents, base. 

Tin Plate——The domestic and also 
the export demand for tin plate is very 
quiet, in fact there are no foreign in- 
quiries in this market for tin plate, and 
none is expected until the financial situ- 
ation in the Orient, and in other foreign 
countries, is a good deal better than 
it is now. Jobbers are quoting about 
$12.00 per base box on bright tin plate 
in small lots from store. 

Wire Products.—For a long time 
there has been a great scarcity in all 
kinds of wire products in this market, 
and it is still being felt. The new de- 
mand for bright wire, and also for roof- 
ing and cement coated nails is active, 
as is also the demand for plain and 
galvanized wire, and for wire cloth. 
New prices on wire products were put 
out by Seattle jobbers under date of 
Oct. 28, as follows: 

60 days net or 2 per 
standard wire nails 
house, any quantity, base per $ 
barbed wire from warehouse: galvanized 
American Glidden and galvanized 2-ply 
twisted, per 100 Ib., $6.75; paintea Ameri- 
can barbed, per 100 Ib., $6.05; 80-rod spool 
barbed wire, American Special or Colorado 
Special, cattle, galvanized, $3.90 per spool 
American Special or Colorado Special, hog 
galvanized, $4.14 per spool; Glidden 2-pt 
galvanized, cattle, $5.45 per spool; @lid 
den 2-pt. galvanized, hog, $5.82 per s 
staples, galvanized, per 100 Ib.. 
plain, per 100 Ib., $6.15; galvanized poult: 
netting staples: 

14 Gauge. 


cent cash, 
from 


keg, 


Terms: 
10 days; 


15 Gauge 
$9.50 per 100] 
10.00 per 100 1b 

.12 per Ib 
advance ove! 
wire 10c. ad 


Keg lots 
25 Ib. boxes 
Less quantity.... P 
Saker barbed wire  5e., 
Glidden Waukegan barbed 
vance over Glidden, 
Building Paper.—Under recent date, 
new and lower prices on nearly all 
kinds of building paper were issued by 
the jobbing trade in Seattle. The new 
demand is showing some falling off, due 
to the decline in building operations. 
Prices now being quoted by most of 
the Seattle jobbers to’ their trade om 
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the various grades of roofing paper, 
are as follows: 


Less 
Than Ton 
$130.00 
128.00 
177.00 
120.00 
Less 
Kegs Quantit 
$12.50 $15.00 

17.50 20.00 


Rosin Paper Ton Lots 
Red $124.00 
Gray 122.00 

Deadening felt 167.50 

Asphalt felt 115.00 


U. S. roofing nails... 
Tin roof disc 


100 Sq. 


$2.50 


Malthoid Jr. or voenenes | 


*Malthine 
sheathing 


$5.30 
7.85 
! 11.60 

Sash Cord.—The new demand is fair, 
but is not as active as some time ago. 
Prices are reported to be holding firm, 
and jobbers are quoting as follows: 
Standard, No. 6, 89 cents per lb.; No. 7, 
87 cents per lb., and No. 8 and larger, 
86 cents per lb. 

Saws.—There is a tremendous field 
here for all grades of saws used in the 
lumber trade. All the leading Eastern 
saw makers are represented direct in 
Seattle, Portland and other Western 
cities, and all do a very large business 
through their representatives. On Nov. 
1, Henry Disston & Sons, Inc., of Phila- 
delphia, opened their fourth Pacific 
Coast branch, the new house being 
located in San Francisco, and is under 
the management of David W. Jenkins, 
who has been Pacific Coast manager of 
the company for some years. The 
Pacific Coast headquarters of the com- 
pany will remain in Seattle, the first 
branch of the company having been 
opened in this city in 1909. Later, with 
the development of the timber and lum- 
ber business, the company opened 
branches in Portland, Ore., and in Van- 
couver, B. C. Its business in California 
has grown so rapidly in the last few 
years, that the company feels it can 
best serve its California trade by hav- 
ing a branch house, rather than by 
agencies, through which it has served 
this trade for some years. 


Market 


Office of HARDWARE AGE, 
512 Tremont Building, 
Boston, Nov. 13, 1920 


Boston Paint 


TH.HE market for mixed paints con- 

tinues spotty. That is, some of 
the leading distributing houses report 
business as very much quieter than it 
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was a month or so ago, while others 
say it holds up remarkably well and 
the activity in their shipping depart- 
ments bears out their statement. At 
the moment there is nothing which in- 
dicates any lowering of prices in 1920, 
but the impression is gaining ground 
that the manufacturers, before the 
spring season opens, will revise mixed 
paint lists, to just what extent no one 
appears willing to predict. According 
to authorities, the 1920 New England 
mixed paint sales will compare favor- 
ably with those of former years not- 
withstanding the lack of new home con- 
struction, yet general sentiment is that 
business would have been even larger 
had prices ruled lower. In other words, 
a majority of the trade is pretty thor- 
oughly convinced prices are high and 
that if 1921 business is to be stimulated 
mixed paint must be cheaper. 

Nothing of interest has transpired 
since last reports in the local market 
for dry colors, prices for which appa- 
rently are just as firm as ever. The 
call for glue continues of small propor- 
tions, supplies are moderately large and 
sentiment in paint selling circles is 
that values sooner or later must react. 
The American Smelting & Refining Co. 
has made a further reduction in _ its 
price on pig lead from 7c. to 7c., but 
paint leads remain unchanged. Manu- 
facturers of the latter are reported 
here as endeavoring to hold the market 
up until high-priced stocks have been 
somewhat reduced. Shellac gums con- 
tinue comparatively high, but the un- 
dertone of the market for them is far 
from stable and many interests feel 
reasonably certain prices will be re- 
vised within two months or so. As a 
matter of fact gums already are offered 
at figures that look low as compared 
with those quoted only a short time 
ago. 

The market for oxalic acid is on the 
downgrade, the jobbing price being in 
the neighborhood of 45c. per lb., where- 
as it was not so long ago that 70c. was 
the general asking price. Putty quo- 
tations hold up firmly notwithstanding 
the continued drop in linseed oil. This 
fact is largely due to the continued 
scarcity of whiting, which plays an im- 
portant part in the better grades of 
putty. The demand for various kinds 
of waxes is no better and one hears 
more or less talk v¢oncerning lower 
prices, although nobody appears to 
have anything definite upon which to 
base this belief. The recent reduction 
of 30c. to 40c. per gallon in shellac var- 
nishes has not brought about any in 
crease in the demand. 

The market for turpentine, which a 
week ago had an upward tendency be- 
cause of short covering in the whole 
sale marts, has reversed its course, and 
the major portion of the 25c. recovery 
already has been lost. Turpentine 
day is quoted at $1.25 per gallon in 
barrel lots; at $1.35 in 10-gal. lots; at 
$1.40 in 5-gal. lots, and at $1.45 in one- 
gal. lots. The linseed oil market after 
resting on an even keel for several 
days has resumed its downward ten- 
dency, prices being 5c. a gallon cheaper 


to- 
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than they were a week ago. In barrel 
lots it is quoted at $1.02 per gal., in 
10-gal. lots at $1.12, in 5-gal. lots at 
$1.17, and in one-gal. lots at $1.22. 
Many of the leading paint distribution 
houses have practically decided to give 
up handling wood alcohol for many 
reasons, but some firms are offering it 
at $1.50 per gallon in barrel lots. 
Local 
gallon, 
Oils: 
Castor . 
Cylinder 
Lard 
Linseed 
Neatsfoot 


jobbers’ pri 


per 
follow: 


Turpentine 


TRADE NOTES 

Owing to the increasing demand for 
its product in British provinces, the 
Moto-Meter Co., Inc., Long Island City, 
N. Y., has established a Canadian fac- 
tory at 56 Alamson Street, Hamilton, 
Ont. The company is fortunate enough 
to have secured a site directly on two 
main line railroads. Samuel E. Ryder, 
for the past few years equipment engi- 
neer of the branch at Detroit, will lo- 
cate in Hamilton as general manager. 


Stock, equipment and good will of 
the Bings Weedless Fishhook Co., Mil- 
waukee, Wis., has been purchased by 
the Frost Fishing Tackle Co., Stevens 
Point, Wis. Manufacture of the same 
line will be continued as will the man- 
agement of William Kaegler. 


The new offices and plant of the Mc- 
Laren-Sleight Corp., Niles, Mich., are 
now occupied by the company. Removal 
from Chicago was made during the 
month of October. 


Eugene W. Pargny, president of the 
American Sheet & Tin Plate Co., has 
been elected a member of the board of 
directors of the Southside Trust 
Pittsburgh. 


Co., 


Governor Sproul has given his ap- 
proval to the merger of the Pittsburgh 


Glass Co. with the Columbia 
Chemical Co. and the Patton-Pitcairn 
Co., under the name of the Pittsburgh 
Plate Glass Co. 


Plate 


Fire recently did about $15,000 dam 
age to and fixtures of the Con 
cord Hardware Co., Concord, N. H. <A 
Boston jobbing house has a large finan 
cial interest in this concern. 


stock 


the Ameri 
Hardware 
tender a 


The Boston members of 
can Iron, Steel and Heavy 
Association on Nov. 18 
complimentary dinner at the Algonquin 
Club, Boston, to the executive commit 
tee. 


will 


$y the will of the late Joseph R. Tor 
rey, treasurer, J. R. Torrey Razor Co., 
Worcester, Mass., Lewis H., 
acquires his father’s interest in that 
concern. 


his son, 





Letters of a Sales Manager to His Men 


LXXHUI 


And Now the Elephant Must Go 


This is the seventy-third of a series of sales letters which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues 
through the year. 


The announcement recently appeared in the press that the English government had decreed that the 
African elephant must be exterminated—that he is serving no good purpose on earth—that he consumes 
more than he produces, and that, therefore, he has no place in modern life. 


When I was in Washington last year, I spent considerable time in the National Museum, and I saw 
there what was reported to be the bones of an animal that had inhabited the earth thousands of years 
ago, and, judging by the size of the bones, this animal must have been about four times as large as the 


modern Elephant. 
But the species became extinct because nature operates an anti-trust law of her own. 
These big animals did not keep pace with progress, and nature just naturally eliminated them. 


The slaughter of the Buffalo in our own country is another example of the operation of nature’s anti- 
trust laws. The Buffalo did not contribute to man in proportion to what it consumed: The same ground 
that pastured one hundred Buffalo would pasture one hundred steers and the steers were far more prolific 
in providing food and raiment for man than were the Buffalo: Hence—exit the Buffalo. 


The forces that control things in the commercial world are no less severe in their plans for eliminat- 
ing the business parasite. 

A man opens a store (of any kind, anywhere). If he is more of a consumer in that community than 
he is a producer, the forces of nature will gradually eliminate him. He goes broke—the Sheriff closes the 
doors. 

It was this plan that eliminated the Indian—not the greed of the white man; and the plan was forced 
into the boundless plains of the West because nature knew that new tracts must be opened to provide man 
with food. 

Everywhere you look you see evidence in abundance that nature encourages thrift and efficiency and 
discourages inefficiency and laziness. 

Nature will make your garden grow and flourish and will fill your storeroom with food for the winter, 
but she won’t do it alone; man must help, must plant and cultivate that garden; must keep the weeds 
down, and water the garden, and in just such degree as he gives careful attention to his garden does he 
harvest crops. 

Two gardens grow side by side, attended by two different men: One garden produces a bountiful 
crop, and the other hardly reproduces the seed used to plant it. You know why, and you know and I know 
that this same anti-trust law of nature is at work among us salesmen. It won’t be necessary for some 
man to eliminate us: If we are consuming more than we are producing, nature will do that, just as she 
eliminated those pre-historic giants whose petrified bones are now on exhibit at Washington. 


109 





November 18, 1920 


HARDWARE AGE 


CLEVELAND 


Office of HARDWARE AGE, 

538 Guardian Bldg., 

Cleveland, Ohio, Nov. 15. 
Te has been some slowing down 

in the hardware business recently 

both in wholesale and retail sales. The 
disposition of many people to wait for 
lower prices is apparently having some 
effect on retail sales, but probably not 
as much as in other lines of merchan- 
dise. The mild weather has also evi- 
dently resulted in the holding off of 
fall buying, but retailers believe that 
when colder weather sets in they will 
be moving the normal amount of mer- 
chandise and the general feeling in the 
trade is optimistic. Retailers look for 
a heavy Christmas trade and are buy- 
ing holiday goods quite freely. 

Prices are beginning to show more 
of a downward trend, but declines, so 
far, have been on but a few items. On 
the other hand, price advances have not 
disappeared. A limited amount of 
price cutting is reported by some job- 
bers, but this seems to be on one or 
two lines of which they have large 
stocks which they wish to reduce before 
a possible reduction in manufacturers 
prices. On bolts and nuts jobbers have 
made a reduction, although manufac- 
turers’ prices are unchanged. How- 
ever, jobbers still have shipments com- 


ing on contracts placed at lower than 
prevailing manufacturers’ prices. 
Retailers are buying a moderate vol- 
ume of spring merchandise, but some 
are deferring purchasing until after the 
first of the year to take advantage of 
any possible decline in prices. Some of 
the retailers who are buying spring 
goods are placing smaller orders than 
usual, buying enough to secure deliv- 
eries for their early spring require- 
ments and intending to make addi- 
tional purchases later when prices may 
be lower. For early requirements re- 
tailers are buying conservatively in 
small lots, but at the same time are 
keeping their stocks up. 
Aluminum Ware.—The 
aluminum ware is not active 
supply is rather scarce. 
Automobile Tires and Accessories.— 
While sales of tires are rather light 
the demand is about normal for this 
time of year. Jobbers have reduced 
prices on tires made by the U. S. Tire 
Co., following a reduction by the manu- 
facturer. The price reduction is about 
74 per cent on cord tires and from 7! 
to 15 per cent on fabric tires. With the 
approach of the winter season a heavy 
demand has sprung up for tire chain 
and deliveries are slow. Consequently, 


demand for 
but the 
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jobbers cannot make prompt shipment. 
Axes.—The demand for axes con- 
tinues good and the supply has become 
fairly plentiful, although there are still 
shortages in Jobbers 
now making fall shipments. 
Barb Wire.—The supply of 
is not plentiful, but it 
to meet the demand, 
off materially, as it 
season of the 
changed. 
We quote 


n S80-rod 


$25; hog 


some lines. are 
barb wire 
sufficient 
which fallen 
usually does at this 
year. Prices are un- 


is about 


has 


barb wir 
pool 


a | 
wire 
9r 


ao. 

volume of 
binder twine 
for spring delivery, subject 
that are to be fixed later. The price 
decline on and manilla indi- 
cates that lower prices may be expected 
on binder twine than have prevailed the 
past season. 


Binder Twine.—A_ good 
orders is being taken for 
to prices 


sisal rope 


Bolts and Nuts.—Local jobbers have 
made a price reduction on bolts and 
nuts. While manufacturers have not 
reduced prices jobbers either have good 
stocks or shipments coming on old con- 
tracts placed when prices were consid- 
erably lower than at present, and de- 
sire to reduce their stocks before in- 
ventory time. They are also looking 
for a reduction in prices by manufze- 
turers. The new prices given below are 


and Soft Steel Bars 
and Shapes 


Iron 


Bars : Per lb. 
Refined Iron, base price... .5.00¢ 
Swedish Bars, base price...20.00¢ 

Soft Steel: 

% to 1% in. round, and 
square .....-.+.+-3.48@4.50¢ 
1 to 6 in. x % in. to 1 in., 
3.48 @4.50¢ 
1 to 6 in. x \% to 5/16, 
3.58 @4.75¢ 
Ba .ASE 


Rods—% and 11/16...3 
Bands, 1% to 6 x 3/16 to 
No. !{ 4.18@6.00¢ 
Hoops 5.68 @6.00¢ 
Shapes: 
Beams and channels—3 to 15 
in anaes . 3.58 @4.30¢ 


in. and larger. 
3.58 @MA.B0¢ 
and %& in., 
3.53 @5.10¢ 
\% in.. 
3.63 @4.90¢ 
1% to 2% in. x 3/16 in., 
and thieker .. 3.58@4.85¢ 
1 to 1% in. x 3/16 in., 
5.63 @4.90¢ 
, in. x &% in. .3.68@4.05¢ 
& Micess T3QM5.006 
Y y i 3.78 @5.05¢ 
5 % i 4.18@5.0%¢ 
Y, 3/3: .. -5.28@7.65¢ 
Tees: 
1x & in. 
1% in. x 1% x 3/ 


3in. x Y% 
3 in, x 8/16 in 


1% to 2% in. x 


1 to 1 


in., 

3.88@5.80¢ 

1% to 2% x 3/16 in. and 
thicker 

8 in. and larger 


Merchant Steel 

Per th 
and larger.4.75¢ 
x 2% 


Tire, 14% x % in 
Smooth finish, 1 o 
x % in. and larger 
Toe calk % x % in. and 
Serer ‘ 
Cold-roiled = atrip (soft 
and quarter hard)... 
Open-hearth spring steel 
7.00@10.00¢ 
Shafting and Screw Stock: 
Ronnds os . 6.25@7.00¢ 
Squares, 


Bhd 
..6.00¢ 


12@14¢ 


nad 
6.75@7.50¢ 


Current Metal Prices- 


Standard cast steel, base 

Price 15.00¢ 
Rest cast steel.......20.00@24.00¢ 
Extra best cast steel.25.00@30.00¢ 


Tank Plate—Steel 
Per Ib. 
% in. and heavier . 3.78 @4.50¢ 


Sheets 


Blue Annealec 


xc Annealed— Black 

Soft Steel 

Ch” Bees Wood's 
Refined 
Per Ib. 


One lass, 
Per lb 

and 20.7.90@8.80¢ 
and 24.7.95@8 85 
§ VO@S.00 
&§.10@9.004 
. 8.20@9.25¢ 

wide, 


10.806 
10.856 


og in 


Per Ib 
8. 60@9.6¢ 
SSO. The 
and 20 9. 00@M9.006 
22 and 24 9.45@10.05¢ 
, ee P oe 9 30@10.20¢ 
er 9.45 @ 10.356 
28 9.70@ 10.504 
30 ; 19.20@11.00¢ 

. 28, 36 in. wide 20¢ higher 


Galvanized 


Steel Wire 


tase Price® on No. 9 gage and 

conrser: Per Ib 
Bright Basie ovens eee 
Annealed Soft) .. eeee ° &.00¢ 
Galvanized Annenled . oe Beee 
Copper susie eene + 8.506 
Tinned Soft Bessemer . . 10.006 


Brass Sheet, Rod, Tube and 
Wire 
Sheet 


Wire 


High Brass 
High Brass 
Brass Rod 

trass | Tuhe 
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Copper Sheets 
Sheet copper, hot rolled 24 0z., 
264%, @27 %e¢ per Ib 
Cold rolled, 14 oz. and heavier, 
2¢ per lb. advance over hot rolled. 


base. 


*Regular extras for lighter gages. 
Tin 
Bright Tin 

Grade Grade 

**AAA"’ —_ 
Charcoal Charcoal 
14x20 14x20 
3.50 $14.25 
75 16.25 
18.00 
19.75 


o1 % 
21.50 


Coke lig 
Primes 
$10.80 
10 90 


Wasters 
10.55¢ 
10.656 
10.7 
11.006 
12.004 
1.00¢ 


Terne Plates 
8-lb. Coating 14 2 20 


Straight pig 
Bar 


Copper 
Lake Ingot 
Electrolytic 17%¢ 
Casting 17 Moe 


Spelter and Sheet Zine 
Western spelter .. 8% MO¢ 


Sheet zinc, No. 9 base, casks 
14a@p14! 


Lead and Solder 


American pig lead R@R™% ¢ 


Babbitt Metal 
Sest grade, 
Commercial 


me Tiswaes F DO 
grade, 


Antimony 


Aluminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
ingots for remelting, per 
lb beweteceeadanee 35 @38¢ 


Old Metals 


Pipe 
Standard—Steel 
Bik. Gal 
Butt eee 4 17 
In Butt.. a 38 —22 
Lap.. . 32 18 


3%-6 in 32 
Lap.. = 3 6 


7-12 In 


Wrought Iron 


Bik 


%-1% In 
2 in. Lap 
i -¢ , 


Rutt 


; n La 
7-12 Lap 
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Paint Material Prices as Quoted in New York—November 18, 1920 
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Animal, Fish and Vege- Olive, denatured, bbi., Diack, BVP «cocccsces 16 @30 
table Oils— per gal. ......+-+++-2.90@3.00 Gum Shellac Lampblack ............ 15 @45 
Siaseed, Maw, casiont Neatsfoot, Prime.......1.18@1.20 sani ie aii: a Blue, Chinese ......0.. ; 90@ .95 
Bitejowal, scrase sone $ .90@ .91 Palm, Lagos, in casks, A. G Garnet........ccicc.., QQ, BM PROM ceesence 90@ .95 
City, 5-bbl. lots, gal.... . 93@ .95 spot per Ib.......... 9% @10 NIRA ttn elo ce nominal BIMe “BolWbig: «--- roses 95@1.00 
Uut-of-town, 5 bbl. lots Soya Bean, bbl. Ib..... 11@11% To eee nominal _—‘ Blue, Ultramarine ..... 15 @45 
and over, gal........ . 90@ .91 By, Aas sa coe iee ceria 90 Brown, American, Burnt 8 @ 4 
Boileé, 2¢ per gal. advance on Raw. man ee ee eee SO ne 1.67 Brown, Sienna, Italian, 
Lard, prime, winter, edibl : Bone Fs vipsécera'h Biases ore eee 5 oe 
ae Siege OT inion _ Prime, White, ton.......... 34@36 aad 4.06 our += aaa oe 
; Se eee rrr 23@2 White and Red Lead, Ete. ae si 
Ce ane, ee Chalk, precipitate, per Ib...5@5% ae Sees as 
nage alata 7%@8% Heavy, per Ib..... 4% @4% White Lead, Dry....... 10% @11 SHA, GHEY +> 0200. 45 @85 
Miearhable § ...sccvcecseese 84 @a@a— ee re re ie ” ON i oe 14 @15% Paris, Green, Bulk 
Yellow Summer, Prime, lb.14@— China, Clay, domestic powdered, eh Sean Mey... 2 @13 BES crceterticnss SR 
allow, actives: al. ...2 2001.80 SOMA: 6 conkesiccensadsasnte 25 ua So oe ian ee 15% @16¥, Red Carmine, No. 10, 
Menhaden Imported, powdered, per ton,.... 35 ss se bulk oo... 5.55 eee 5.00@5.10 
Crude, bbl., gal........ 40@ 43° Whiting, per 100 Ib.: Zine Indian Red, Standard...14 @16 
Light pressed, gal...... -TO@ .72 Commercial ........+-. 1.40@1.50 Oxide, Selected, per lb..10%@11 Bese Pink’. .ccccccveccs 28 @40 
Bleached Winter, gal... .73@ .75  - Gilders .......0..eeee- 1.40@1.50 Red Seal ............. 11% @11% Tuscan Red ........... 25 @30 
Cecement, Capen: Ui.. Ex. Gilders ........... 1.50@1.60 Green Beal ............ 12%@12% = Para Pure .......++4+- 2.25@2.50 
N. Y., per Ib...... .15@ .15% Litharge, casks, per lb..11% @124 White Beal ...+++++.+- 13% @13% Commercial oeccccevces 25 @50 
Cod, Domestic, Prime...... 80@85 z Glues = ; Dry Colors vr" ps lina Peaey — 
Newfoundland, in bbl.... .85@ .90 Fish, gal. ..--+-+..-.--. 1L.75@2.25 Black, Carbon Gas..... 15 @30 Yellow, Chrome ......! 320 @33 
Corn, Refined, bbl., 1b.15%@.15% Spirits of Turpentine Binek, Bome .sccscccess 5%@10 Ochre, French ........ 4%@ 5 
Crude, bbl., per Ib..... 11@ .11% POP GA. FOB coscscvccsscee $1.39 Diack, Deep occcceccess 6 @15 Domestic ......+-s00.. 30 @40 
the usual quotations, but these prices Guns and Ammunition.—The opening Jobbers quote prices as follows: Wire 


are being shaded on round lot inquiries. 
Regular prices are as follows: 

Machine bolts, large and small, 20 per 
cent off list; carriage bolts, large, 12% 
per cent off list; carriage bolts, snmall, 15 
per cent off list; stove bolts, 50 and 10 
per cent off list; lag bolts, 30 per cent off 
list; hot pressed nuts, square and hexagon, 
tapped, list. 

Brass Products.—A further decline of 
lc. per lb. is reported on brass rolling 
mill products, including sheet brass, 
tubing and rods. It is stated that pres- 
ent prices are below pre-war levels. 
Jobbers quote sheet brass at 24 to 25c. 
per lb. 

Brushes.—Jobbers are now taking or- 
ders for paint and varnish brushes for 
spring delivery at the prices that were 
fixed last spring. A good volume of 
business is being placed. 

Chain.—There is a good demand for 
chain in small sizes, but very little in- 
quiry for large chain. Small chain is 
scarce. Prices are unchanged. 

Jobbers quote %-in. common chain at 
10%c. per lb. for stock shipment. 


Christmas Tree Holders.—An ad- 
vance of about 20 per cent has been 
made on the Crown line of Christmas 
tree holders, which are now quoted by 
jobbers at $9 and $15 per doz. for the 
two sizes. 

Cutlery.—Retailers are now placing 
orders for cutlery for the holiday trade 
and jobbers report a good demand for 
pocket knives, carving sets, ‘butcher 
knives, both old style and safety razors, 
and for silverware. The supply of cut- 
lery has improved so that retailers will 
be able to secure good stocks for the 
holiday trade. However, some lines are 
short, particularly pearl handled pocket 
knives. 

Fittings——The supply of malleable 
and cast iron fittings is more plentiful 
than it has been for some time. Some 
manufacturers are reported to have re- 
ceived cancellations, so that, conse- 


quently, they are able to make better 
deliveries. 





of the rabbit season this week has stim- 
ulated the demand for guns and am- 
munition, which are moving well. There 
is still a shortage of shot guns and re- 
volvers, but the supply of ammunition 
is fairly plentiful. 

Garden Tools.—There is not much ac- 
tivity in garden tools at present, as 
many of the retailers who have not al- 
ready placed their orders are deferring 
purchasing until the first of the year. 

Garden Hose.—Prices on garden hose 
are from 1 to 2 cents lower than the 
prices prevailing last August. Some of 
the manufacturers have made as many 
as three price reductions since that 
time, and makers are now on a fairly 
uniform price basis. The reduction ap- 
plies both to molded and wrapped hose. 
Jobbers have booked a great deal of 
business in garden hose for next spring 
and are making readjustments of con- 
tracts as they guarantee prices against 
a decline. ; 

Galvanized Wire.—Jobbers have good 
stocks of galvanized wire and some 
price cutting is in evidence. The de- 
mand is moderate. 

Ice Skates——Most of the retailers 
placed orders for ice skates some time 
ago, and at present sales are limited 
mostly to pick up orders. 

Jobbers quote: Union Hardware Co.'s 
polished skates with screw clamps at $1.05, 
$1.30, $1.85 for the three popular grades. 

Lanterns.—The supply of lanterns is 
becoming more plentiful. Jobbers are 
receiving shipments and are filling old 
orders. The supply until lately has 
been very scarce, particularly on the 
short globe standard type. 

Gas Logs.—A price advance of about 
15 per cent has been made on gas logs. 

Nails and Wire.—Nail shipments 
from mills are still very slow and job- 
bers are unable to accumulate stocks, in 
spite of the falling off in the demand at 
this season of the year. Prices are un- 
changed. 





nails, $4 per keg; No. 9, annealed wire, $4 
per 100 lb.; cement-coated nails, $4 per 
100 Ib. 

Oil Cook Stoves.—There is a good de- 
mand for oil cook stoves both for early 
delivery and for next spring. The re- 
cent price advance is being maintained. 
The supply is plentiful. 


Kerogas type of cook 
$12.90; 3 


o- 


Jobbers quote the 
stove as follows: Two-burner, 
burner, $17.45; 4-burner, $21.70. 


Oil Heating Stoves.—Oil heating 
stoves are moving rather slowly, but a 
better demand is expected as soon as 
winter weather sets in. 


Jobbers quote standard types of heating 
stoves at $5 for japanned and $5.80 for 
stoves with nickel-plated trimmings. 


Poultry Netting and Wire Cloth.— 
Sales of poultry netting and wire cloth 
for next spring delivery have been 
fairly heavy, jobbers having booked 
fully as much business as they did for 
last spring. 


Jobbers quote as follows: Poultry netting, 
45 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gal- 
vanized weaving; black wire cloths, $2.75 
per 100 sq. ft. for shipment from stock, 
and $2.50 f.o.b. Pittsburgh for mill ship- 
ment; white metal and galvanoid wire 
cloth, $3 per 100 sq. ft. for mill shipment 
and $3.25 for stock shipment; bronze wire 
cloth, $9.25 per 100 sq. ft. 


Rubber Roofing.—The demand for 
rubber roofing has been fairly heavy re- 
cently. The weather conditions have 
been favorable for outside work during 
the past few weeks. Prices are fairly 
firm, although a little shading is re- 
ported. 

Stoves.—The stove market is very 
dull. A few sales of coal stoves are re- 
ported but there is practically no ac- 
tivity in gas stoves. While lower prices 
are looked for, there are indications 
that reductions will not be made before 
next April. 

Screen Doors and Windows.—Sales of 
screen doors and windows for next 
spring delivery are rather light, this 
being attributed to the fact that most 
retailers carried over a good sized stock 
the past season. 
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If You Sell McKinney Hinges 


If you sell McKinney Hinges, the display 
card, shown above, should be on your counter 
or in your window; and the six general hard- 
ware advertisements should appear at regular 
intervals in your local newspapers. 


This two-color display card (12x15 inches) 
marks your store as-the place to buy McKin- 
ney Hinges and all other standard hardware 
products. 


The six hardware advertisements are just as 
general in their character. They herald your 
establishment as Hardware Headquarters. 
Ample space is provided in each for display 
of your name and address. 


Electros of these advertisements—all ready 
for insertion—and as many display cards as 
you can profitably use will be forwarded to 
any McKinney dealer upon request. Thou- 
sands of people in your community are read- 
ing the McKinney magazine advertisements. 
Let them know you sell McKinney Hinges 
and Butts. 


McKINNEY MANUFACTURING COMPANY, Pittsburgh 








dow Important are Hinges? 


ROM the time you bound out of bed in 

the morning until you retire at night, 
Hinges continually serve you. In the home 
and at the office, wherever you go, they 
make doors possible. 


In selecting our stock of hinges and butts 
we practice the same method used in buying 
all other hardware. We buy the best. You'll 
find the McKinney line on our shelves. 


Whether it be hinges or other hardware 
you will always find us anxious to give you 
ience. 





ame Hered 
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Hanging the Door 


ARPENTERS take great pride in their abdity to 

hang @ door so that saginng and squeaking will be 
. jut the best er On earth cannot set 
2 door correctly uniess the hinges are absolutely true 
and made to stand the constant strain. 




















OOD hardware can only be measured by the serv- 

ice it performs Regardless of good loka, we 
select our stock according to past performance. 

We appreciate that the sagging, squeaking door wil 


Thee store is Headquarters for the standard products 
in every line, So when you buy hardware see— 


(menier's Mame More) 











MCKINNEY 
Hinges and Butts 








Products Being 


Caps All Bottles 


With home bottling such a recog- 
nized phase of our daily life, the C-B- 
Co. Bottle Capper, made by the Com- 
stock-Bolton Co., 1925 East Fifteeenth 
Street, Kansas City, Mo., should be of 
decided interest to hardware dealers. 

It is made entirely of cold-rolled 
steel, nickel plated, and is said to be 
lurable and _ rust-proof. There is 














'-B. Co. Cappei 

really nothing to get out of order, as 
there are no springs, no keys, and no 
set serews for adjusting. The capper 
may be placed in a drawer when not 
in use, the same as any other kitchen 
utility, for this device is not merely for 
the industrious thirsty, but is equally 
efficient in bottling home-made liquid 
preparations, such as sauces, catsups, 
syrups and oils. 

To use, a cap is placed in the capper, 
which in turn is placed over the bottle. 
A slight pressure on the handles (one 
in each hand) is sufficient to make a 
permanent air-tight seal. With the cap 
on, the hand levers are brought up and 
the bottle is automatically released and 
removed from the capper, at the same 
time causing an indentation in the cen- 
ter of the cap, affording a double seal. 
Having no stand or other adjustable 
impediment, any style or size bottle may 
be capped. As the illustration indicates, 
the capping works on the fulcrum prin- 
ciple with the maximum of leverage 
with a minimum of effort. A reinforced 
rim at the edge of the cap holder pre- 
vents the cap from slipping or spread- 
ing. The total weight of this device is 


Placed on the Market by Hardware Manufacturers 


but 22 ounces, so that it might easily 
be carried in the pocket or in a travel- 
ing kit. 

Interested hardware dealers may 
secure illustrated circulars and a cata- 
log describing fully this bottle capper 
and other household utilities. 


All Year Round Scooter 


With the new ice skate attachment 
made by the J. W. Hance Foundry Co., 
Westerville, Ohio, for its Gocycle, the 
proud child owner may scoot about for 
twelve months out of every year. In 
the fine weather of the spring, summer 
and early fall the Gocycle may be used 
as a “scooter” or coaster—foot propelled. 
On the frozen surface of the local 
pond this toy may be fitted with the 
ice skates and the child may propel 
around and have lots of real sport. On 
packed snow this arrangement is said 
to be equally as efficient. 

Inquiries from interested hardware 
dealers will be welcomed by the manu- 
facturer, who will gladly furnish fur- 
ther and more complete data on this 
interesting product. 














Gocycle with Ice Skate Attachment 


Reading matter continued on page 106 
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Fires Blast Electrically 

Particularly useful in agriculture 
electric blasting is the new Davis No. 
1 Light Weight Blaster, made by the 
Atlas Powder Co., Philadelphia, Pa. It 
is also well suited for coal mine blast- 
ing and at all operations where not 
more than five shots are fired together. 














Davis Blaster No. 1 
Positive firing is promised by the manu- 
facturer. 

The blaster complete weighs but 3% 
lb., and may be carried very easily with 
the removable leather strap. To operate, 
the lead wires are connected to the two 
binding posts on the top of the blaster 
and the key is inserted at the bottom 
and given a quick turn to the right. 
One turn is sufficient to set off the 
blast. It is the recommendation of the 
manufacturers that Atlas blasting caps 
be used with the Davis blaster. 

The use of an electric blaster of this 
type provides a real safety feature for 
this kind of work, as the key may be 
kept in the possession of one individual, 
probably the foreman, who will then 
set off all blasts. The danger of prema- 
ture explosions would be readily elimi- 
nated. 

Hardware dealers interested in ob- 
taining further information on this 
device may secure an interesting cir- 
cular from the manufacturer. This 
booklet illustrates clearly the proper 
method of using this firing device, tells 
of several safety features and explains 
other advantages. 
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Do You Recognize These Pictures? 


They are reproductions of representative cover designs from the nationally- 
acknowledged authority on doorway hardware— 


DooR-Ways 


Circulation 47,000. Published monthly by 


BOSTON 


stiours AURORA, ILLINOIS,.U.S.A. Whi Vonx 


ST.LOUIS 
MINNEAPOLIS 


LOS ANGELES 
PHILADELPHIA LONDON ONT. SAN FRANCISCO 


If you are interested in doorway hardware and the latest developments in 
doorway construction and do not now receive “DooR-Ways,” we will send the 
magazine regularly to you on request. 


The well known Richards-Wilcox photographic cal- 
endar is included with each issue of ‘‘DooR-Ways.’’ 























Used as Measure and Funnel 


Motorists desiring a measure and 
funnel combined will find the new 
Dover Flexe Combination Measure and 
Funnel, made by the Dover Stamping 
& Mfg. Co., Cambridge, Mass., of in- 
terest. It is heavily copper plated, and 
is made in three sizes: 1 quart, 2 quart 
and 4 quart. A length of flexible spout, 
8 inches long, is furnished with each 
combination. This spout is readily at- 
tached or removed, being threaded to 
screw on the funnel mouth. 

As this measure offers a handy 
means of putting oil or gasoline in the 
proper tanks it is said to be quite 
popular among the motoring public. 
any variety of tank is made accessible, 
due to the removable spout. 

Dealers may secure an_ illustrated 
circular from the manufacturer 














Dover Combination 


Removes and Replaces Valves 


Success in removing or replacing 
valves of the engine of the motor car 
is largely dependent on the use of the 
proper tool eliminating the possibility 
of binding the washer or spring on the 
stem or in any way causing the valve 
to get twisted. These difficulties are 
said to be forgotten with the use of the 
Kay-Dee Valve Lifter, made by the 
Gasco Mfg. Co., 117 East King Street, 
Lancaster, Pa. 

The construction of this tool is 
clearly shown in the illustration, and 
the method of use is probably as plain. 
Two sets of thin jaws are furnished 
with each tool so that all types of 
motors may be repaired with the need 
of but one valve lifter. A special model 





has been designed for the Ford car. 
This lifter is made entirely of pressed 
steel, said to make it durable and 














Kay-Dee Valve Lifter 
strong, but light in weight and easy 
to handle. 

Circulars describing the regular 
model and the special style for Fords 
may be obtained from the company. 


Supports Driver’s Heel 


Long motor car trips produce weary 
feet for the driver, unless some special 
provision is made for relief in that 
direction. The Essex Heel Rest is made 
by the Essex Rubber Co., Trenton, 
N. J., and is suitable for use behind 
the clutch service foot brake or ac- 
celerator pedal. It is said to offer a 
real support to the hgel, preventing 
foot weariness. It easily engages the 
heel of a lady’s boot or the flat, low 
heel of a gentleman’s shoe. 

The plate is screwed to the floor of 





Essex Heel Rest 


the car at a convenient point behind 
the pedal. Difference in the length of 


the feet would be no handicap with this 
rest as there are three places to catch 
the back of the foot. This feature 
also offers slight relaxation while driv- 
ing, as the foot may be settled on first 
one catch and then another. 

Further information on this heel rest 
may be obtained by interested hard- 
ware dealers by addressing the com- 


pany. 


Ventilates Driver’s Compartment 


Thorough ventilation of the driver’s 
compartment is possible on any model 
motor car with the use of the Petry 
Ventilator, made by the N. A. Petry Co., 
328 Randolph Street, Philadelphia, Pa. 

The ventilator is screwed on the out- 
side dash just in front of the windshield, 
centered. Those sitting in the front 
seat of the car usually suffer from half- 
baked feet, but with this device a 
steady incoming rush of air may be 
circulated to neutralize the heat of the 





a 











Petry Ventilator 


engine. An adjustable baffle plate 
allows control of the amount of air 
desired. It is possible to shut. the 
ventilator tight in very cold weather, 
and to open it wide on very warm days. 
Any degree in between these extremes 
would be governed by the size of the 
opening. The controlling knob may be 
reached from the driver’s seat. The 
latter and the dash plate are made from 
solid brass, heavily nickeled. The rest 
of the device is made of stamped steel, 
finished in baked enamel. 

A special model is made for Ford 
cars. The standard model will conform 
to the dash of any other car, due to 
the design, which includes a sub-base. 

The company will be glad to send 
interested hardware dealers further in- 
formation on this product. 


Reading matter continued on page 108 
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CULES 
E R Spark Plugs 


GIANT TYPE 


Replacing the lock nut and upper gasket commonly used, a flexible assembly is 

achieved in HERCULES construction through the use of a SPECIAL SPRING 

GLAND which is held in place by an outer housing and all rigid contact between 

porcelain and metal parts is eliminated. 

This construction not only holds the plug compression tight and maintains perfect ; 
_ | Note the Spring 


alignment, but the sliding spring action of the gland absorbs shock or strain and . 
heat expansion, which is the cause of the majority of porcelain breakage. Gland Construction 


FURNISHED IN ALL STANDARD AND SPECIAL SIZES 


16 EXTEN. FORD SPECIAL 
% inch long body. 
i efficiency and service for old Fords rhe long shell above 
Cadillac, Chalmers, for such cars as the and Overland and ¢ the thread eliminates 
Hudson, Marmon, as Olds, Interstate, Stud’ baker Ford, Reo models both the need for socket 
Maxwell, Packard, Dodge, ete. Iverland and Regal pleasure and commer wrench 

Paige and others. cial 


maximum Highly recommended 


% S. A. E. % EXTEN. 44 STAND. 
I 


» A. M) Espe- For ears requiring Will = give 
model 


(A. 
‘jally recommended for deep penetration, such 


od 2) 

BUICK ’20 % EXTEN. LONG % S. A. E. LONG METRIC PORCELAIN 

Special for 1920 Buick, A special type with A special type for use Standard for practi Porcelain assembled, 

‘ ; long body above and in cars with sleeve eally all foreign cars for all regular and ex 

also adaptable for pre- below threads for such valve 1 see “1 model of tension type plugs 

vious models. cars as the Oakland, — ae ee Pee Packard Indicate style of plug 
*lerce Simplex and when ordering 


Oldsmobile, ete. motors . 
White 4 cylinder 


Eclipse Manufacturing Company 
INDIANAPOLIS, U. S. A. 




















Notes of the Retail Hardware Trade 


FREEPORT, N. Y.—Lyman N. Jones 
has purchased property on Main Street, 
where he contemplates moving his stock 
about Jan. 1. He requests catalogs on 
the following. Automobile accessories, 
bathroom fixtures, belting and pack- 
ing, builders’ hardware, crockery and 
glassware, electrical household spe- 
cialties, electrical supplies and equip- 
ment, flashlights, fishing tackle, garage 
hardware, gasoline, guns and ammuni- 
tion, hammocks and tents, heating 
stoves, heavy hardware, kitchen house- 
furnishings, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, shelf 
hardware, sporting goods and stoves 
and ranges. 


HORSEHEADS, N. Y.—George W. 
Rockwell has purchased a new store 
building. After it has been remodeled, 
new store fronts installed, etc., he will 
occuply it about April of next year 
with a complete stock of automobile 
tires, barn equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, insecticides, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
silverware, sporting 


shelf hardware, 
goods, stoves and ranges, tin shop and 


washing machines. The business was 
established in 1879 by George W. Rock- 
well and is now operated by Walter V. 
Rockwell and Blanche A. Rockwell. 


Ex CENTRO, CAL—The Imperial Val- 
ley Hardware Co. is erecting a four- 
story building, 75 x 140 ft., which it is 
expected will be ready for occupancy 
about February, 1921. The concern’s 
business is wholesale and retail. A 
complete line of toys, furniture and 
floor coverings will be added to its reg- 
ular stock. 


EDINBURG, IND.—Evan Pierce & Co., 
successors to Frank Pruitt, request 
catalogs on a general line of hardware, 
stoves, etc. 


MISHAWAKA, IND —Julius A. Bennet 
has opened a new furniture and hard- 
ware store at 424 West Seventh Street, 
under the name of the Belgian Amer- 
ican Furniture’ and Hardware Store. 
Catalogs requested. 


NEw HAMPTON, Iowa.—Morrell & 
Schulte have closed out their business. 


HERNDON, KAN.—The L. L. Tongish 
Hardware Co. will discontinue business. 


HovuLTON, ME.—The McCluskey Hard- 
ware Co. has been incorporated. The 
capital stock is $30,000 and Harry L. 
Whited and others are the incorpora- 
tors. The concern will deal in the fol- 
lowing lines, on which catalogs are re- 
quested: Automobile accessories, auto- 
mobile tires, barn equipment, builders’ 
hardware, building paper, churns, cream 
separators, crockery and_ glassware, 
cutlery, dynamite, farm implements, 
flashlights, fishing tackle, garage hard- 


ware, guns and ammunition, hammocks 
and tents, harness, heavy hardware, 
home barbers’ supplies, insecticides, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps and 
shelf hardware, washing machines. 


BATTLE CREEK, MicH.—The Fore- 
hand-Bittel Electric Shop, 41 West 
State Street, requests catalogs on wash- 
ing machines. 


SHEPARDSVILLE, Micu.—I. J. Frisbie 
has purchased the stock of barn equip- 
ment, builders’ hardware, building pa- 
per, cutlery, flashlights, fishing tackle, 
gasoline, gasoline engines, guns and am- 
munition, heating stoves, home barbers’ 
supplies, lubricating oils, meechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps and shelf hard- 
ware formerly owned by F. D. Cleve- 
land. 


Monow!, Nesp—The Monowi Cash 
Hardware has commenced business 
here, handling automobile accessories 
and a general line of hardware, on 


which catalogs are requested. 


SCHUYLER, NeB.—F. J. Henry has 
purchased the stock of J. H. Holecek. 
The following stock is carried, consist- 
ing of a line of barn equipment, bicy- 
cles, churns, cream separators, cutlery, 
flashlights, fishing tackle, garage hard- 
ware, guns and ammunition, heating 
stoves, heavy hardware, incubators, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, refrig- 
erators, sewing machines, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop, washing machines 
and wheel toys. 


TucumcarRI, N. M.—J. L. Jordan is 
the new owner of the stock of Allen & 
Dealy. 


_Gascoyneg, N. D.—M. F. Fichbein has 
disposed of his hardware stock to the 
Nelson Hardware Co. 


Giusy, N. D.—T. C. Brusegaard has 
recently suffered a fire loss. 


Gitsy, N. D.—J. P. Reiton’s stock 
has been damaged by firé. 

HANNAH, N. D.—The stock of A. W. 
Cavers has been. damaged by fire. 
Business will be resumed as soon as 
quarters can be secured. 


SARATOGA SPRINGS, N. Y.—The 
Towne-Roblee Hardware Co., Inc., is 
installing a new store front and en- 
larging its store. 


CHAGRIN FALLS, OHI0.—The Stone- 
man Hardware Co. has changed hands. 
The stock in the company held by 
J. W. Stoneman, W. T. Tambling and 
I. G. Stoneman has been taken over by 


Jacob Weber and Will Harris. 


_NEW PHILADELPHIA, OHIO .— The 
Croghan Hardware Co. is the new 
owner of the hardware store of Frank 
English, 121 South Broadway. The 
stock will be increased, and catalogs are 
requested on builders’ hardware, build- 
ing paper, churns, crockery and glass« 
ware, cutlery, dairy supplies, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, lubricating 
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oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, toys and games, washing ma- 
chines and wheel toys. 


BLACKWELL, OKLA.—The Gearhard 
Bros. Hardware Co. has increased its 
capital stock from $20,000 to $30,000. 


GUTHRIE, OKLA—The Herman Hard- 
ware Company, 106 West Oklahoma 
Avenue, has disposed of its stock to the 
Martin Hardware Co., which requests 
catalogs on the following lines: bath- 
room fixtures, bicycles, builders’ hard- 
ware, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, flashlights, fishing tackle, 
garage hardware, guns and ammuni- 
tion, harness, heating stoves, incu- 
bators, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, 
varnishes and glass, phonographs, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop, toys 
and games, washing machines and 
wheel toys. 


TuLsa, OKLA.—The Dickason Good- 
man Lumber Co., operating a branch 
store at Kansas City, Mo., is remodeling 
its store building and increasing its 
stock. A complete stock of the follow- 
ing is carried, on which catalogs are 
requested: Automobile tires, barn 
equipment, bathroom fixtures, builders’ 
hardware, building papey, churns, 
cream separators, crockery and glass- 
ware, cutlery, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, 
fishing tackle, garage hardware, gaso- 
line, gasoline engines, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, insecti- 
cides, kitchen cabinets, kitchen house- 
furnishings, linoleum and _ oilcloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
plumbing department, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, washing ma- 
chines and wheel toys. 


Easton, Pa.—The Boyer Cycle Co. 
has moved to large and commodious 
quarters at 138 South Third Street, 
where a stock of automobile accessories, 
bicyclés, sporting goods, etc., is carried. 

SHARON, PA.—Ralph R. Downs has 
purchased the interest of Edward Ohl 
in the Fruit-Ohl Co. 


MitTcHELL, S. D.—Thomas Eastcott 
and Robert Raines are purchasers of 
the interest of Albert Staehle in the 
Peterson Hardware Co. 


NEWTON, TEx.—The J. B. Kerr Hard- 
ware & Furniture Co. has changed its 
name to J. B. Kerr & Co. and increased 
its capital stock from $25,000 to 
$35,000. 

WEATHERFORD, TEX.—The Brown-Mil- 


burn Hardware Co. has succeeded to 
the business of Lowe & Co. 


ToPPENISH, WASH.—The Toppenish 
Trading Co., Inc., has recently com- 
pleted a new store building. 
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